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Diemand Chairman, 
Smith President of 
North America Cos. 


Former Will Also be Chief Execu- 
tive Officer; Smith Becomes Chief 
Administrative Officer 


IN SAME POSTS WITH LIFE CO. 


Both Top Executives Leaders in 
Promoting Broader Policies and 
More Competition in Rating 





John A. Diemand, president of the In- 
surance Company of North America since 
March, 1941, and one of the foremost 
executives in the insurance field, was last 
week elected chairman of the board of 
INA and chief executive officer. He is 
succeeded as president by Bradford 
Smith, Jir., formerly executive vice presi- 
dent and like Mr. Diemand a dynamic 
and forceful personality. Mr. Smith will 
also be chief administrative officer of the 
North America. At a meeting of: the 
wholly-owned affiliate, Life Insurance 
Company of North America, Mr. Die- 
mand was elected chairman and Mr. 
Smith president. 

In recent years Messrs. Diemand and 
Smith have been strong advocates of 
changes in insurance rating laws to al- 
low more competition among companies. 
They have spoken before audiences in 
all parts of the country the move to ob- 
tain liberalizing revisions in the “All 
Industry” laws which have guided rate 
regulation for more than a decade. 

Broad Coverage Advocates 

Likewise these top North America ex- 
ecutives have pioneered consistently in 
development of new and broader multiple 
line forms of coverage which package 
policies have found successful acceptance 
with the public. During these years the 
North America Companies have consist- 
ently prospered and have shown under- 
writing profits even in recent years when 
general experience has been unprofitable. 

Mr. Diemand joined North America 
Companies in June, 1933, as executive vice 
president of Indemnity Insurance Com- 
pany of North America, which, as of 
last December 31, was merged with the 
parent company. He was elected a di- 
rector in 1940 and became president in 
March, 1941, at which time the late Ben- 
jamin Rush held the position of board 
chairman. At December 31, 1941, the 
North America Companies’ assets were 
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MUTUALZ LIFE INSURANCE COMPANY 
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Ask M. L. CAMPS AGENCY 


about 


John Hancock's New Dividend 
Increase for 1961 


Low, low net cost 


Call us for Full Brokerage Information 


FRANK McCAFFREY LARRY CAMPS TOM MACKEY 


800.SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 















YOURE CHARTING 
A GOOD COURSE... | 


when you offer your 
policyholders and prospects 
the facilities of the 
Kemper Insurance companies... 
featuring 


eeeaill lines of insurance including Ocean Marine, with a new 
Outboard department handling the truly competitive, fastest- 
selling deal in years 

ee e dividend-buying policies (more than $340,000,000 returned to 
policyholders since organization) 

ee top-notch engineering and claim service facilities located at 
strategic points from coast to coast. Special Catastrophe Plan 
for adjusting losses from Major disasters 

e ¢ e unquestioned financial security 

e ee the Kemper Insurance Plan for budgeting premiums, designed 
especially with the agent in mind 

All this plus extensive network television advertising support with 

a full line of advertising aids for the local agent, and complete 

educational facilities for agent training and review. These are just 

a few of the facilities Kemper Insurance offers to help agents de- 


velop business in today’s intensively competitive market. For de- 
tailed information, write to 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 
American Manufacturers Mutual Insurance Company 
Federal Mutual Insurance Company 


KEMPER 


INSURANCE 





DIVISIONS OF CHICAGO 40 


America’s leading prestige insurance organization 


New England Life 
Set New Records In 
All 60 Operations 


New Individual Life Insurance Sales 
At Company Record of More 
Than $809 Million 


EARNED INTEREST AT 4.53% 


President O. Kelley Anderson Re- 
ports Business in Force at $7.04 
Billion; Record Benefit Payments 


The New England Mutual Life set 
new company records in 1960 in nearly 
every phase of its operations, President 
©. Kelley Anderson announced 

Sales of new individual life insurance, 


. ° : 1 
insurance in Ttorce, resources, income and 


benefits paid all were at the highest in 
the company’s history, Mr. Anderson said 
in the company’s 117th annual report 
Gross rate of return of 4.53% earned 


on New England Life’s assets was the 


highest in 25 years. Total resources in- 
creased 42% to more than $2.2 billion, 
nearly double the figure of ten years 
ago 

For the tenth consecutive year, new in- 


lividual life insurance sales established 


a new company record reaching more 


than $809 million, slightly above last 
year’s figure. Additions to existing pol- 
icies through dividend options brought 
the amount of new individual life insur- 
ance issued to $815 million, compared to 


he previous high of $814 million in 1959 
Group Sales Results 

New Group life insurance sales totaled 
$82 million. Net additions of $36 million 
to existing Group contracts brought the 
total amount issued to $118 million. First 
year premiums of Group accident a 
health insurance were up 17% to $24 
million, while Group annuity sales were 
nearly double at $3.5 million 

Life insurance in force rose 7% to $7.04 
billion. Of this amount $6.29 billion was 

1 ~=935,000 individual 
million was on holders of more than 
200,000 Group certificates 

The average rate of return on new 
long-term investments was 5.35% com 
pared to 4.97% in 1959. The gross rate 
of return on the company’s total in- 
vested assets was 4.53%, as against 4.42% 
last year, while the net rate of return 
after expenses but before taxes rose to 
4.10% from 4.00% 

Exclusive of dividends, a t tal of $117.2 
million, $8.7 million more than last vear, 
was paid out to policyholders and ben- 
eficiaries during the year. Of this amount 
$72.5 million, or about 62%, went to living 
policyholders in the form of matured en- 
dowments, annuities, cash values and 
Group accident and health benefits The 
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Mutual Benefit Life Reaches All-Time 
High With 175 CLU Representatives 


10 MBL Agents Receive Designation; 
4 Earn CLU Agency Management Diploma 


Mutual Benefit Life agents, through the 
years, have acquired the stature and repu- 
tation of true professionals. They have 
done this in many ways: complete knowl- 
edge of their product, its relation and 
value to their clients’ way of life, expe- 
rience in related fields such as finance, 
taxes, law, and estate planning, among 
others. Attesting their enviable standing 
in the insurance field is the fact that 175 
Mutual Benefit Life agents have attained 
the coveted CLU designation. 

Fourteen MBL agents successfully com- 
pleted the 1960 examinations of the Amer- 
ican College of Life Underwriters. 

The ten Mutual Benefit Life represent- 
atives who achieved the CLU designation 
are: Atlee I. Beagle, Oklahoma City gen- 
eral agent; Hal W. Dale, Jackson general 
agent; Bernard E. Goldberg, Hempstead; 
Irving Grody, Los Angeles; Dorothy E. 
Montgomery, Chicago-Wilson; Robert R. 
Clevenger, Houston; Walter A. Sivek, 
Newark home office; John H. Teasdale, 
Albany; Raymond J. Wagner, Pittsburgh; 
and Robert R. Rose, Washington. 

Three general agents, Charles L. Doane, 
CLU, of Omaha; Alfred J. Lewallen, CLU, 
of Miami; Fort A. Zackary, CLU, Wichita, 
plus Russell W. Gentzler, CLU, of Omaha 
comp!eted management examinations and 
received CLU Agency Management 
diplomas. 


11% of MBL Field Force Now CLU 


The new additions to the CLU ranks bring 
Mutual Benefit Life representation in the 
titled roster to 11% of the field force. 


The reason for this impressive total is 
obvious: Mutual Benefit Life personnel 
have always appreciated the value of the 
CLU program. It is both an important 
prestige builder and a means of gaining 
the knowledge which will enable the life 
insurance man to do a better job. 

John H. Ames, CLU, president of the 
Mutual Benefit Life Chartered Life 
Underwriters Association, recently wrote 
in the MBL monthly field magazine that 
“the knowledge gained from CLU studies 
enables the insurance agent to do a more 
thorough job in serving his clients.” 


Source of Higher Income 


“The underwriter can expect a higher, 
more consistent volume of business and 
will thereby be better able to provide for 
himself and his family,” he said. 


“Familiarity with the rate book is not 
enough ...an agent needs knowledge of 
financial, legal and sociological considera- 
tions...other media of savings and invest- 
ment...employee benefit plans... wills... 
and various insurance plans. 

“CLU study... provides the life under- 
writer with a broad understanding of im- 
portant phases of life insurance and re- 
lated fields of knowledge, and improves 
his practical ability to apply this knowl- 
edge to the advantage of the buyer of life 
insurance,” Mr. Ames said. 


With so high a percentage of agents on 
the CLU membership list, it is no wonder 
that the average MBL policy sold last year 
was $15,459 , with commensurate high 
commissions. 





Brokers Continue to Consider 
MBL for Surplus Business 


Brokers like to do business with MBL. Their 
reasons, as extracted from their comments and 
letters, are: 


1. MBL is easy to do business with. 

2. Counseling service is just a phone call 
away, and local agencies are ready to help be- 
fore, during and after the sale. 

3. Very liberal income options and flexible 
agreements assure satisfactory programs. 

4. The high early year cash values protect my 
policyholders in time of emergency. 

5. The integrity of the Company is without 
parallel, and I need that when it comes to pro- 
tecting my top quality clients. 

6. Promotion and merchandising ideas are 
tops and always available. 

7. The Disability Income contract is unique 
in the business. 

8. The Company underwrites profitable life 
insurance, giving me more income. 

9. The broker's contract is vested, which guar- 
antees my renewals. 

10. The Company is nationally known and 
readily accepted by the public. 








CAREER AGENTS’ EARNINGS 
AVERAGE $14,077.83 

An earnings survey of Mutual Benefit 
Life career agents revealed an average 
income of $14,077.83 in 1959. This 
group comprises production honor roll 
qualifiers with two or more years of 
Company service. 10% of this group 
earned over $25,000; 23% made be- 
tween $15,000 and $25,000. 











MUTUAL BENEFIT LIFE ROSTER 
INCLUDES RECOGNIZED AUTHORS 


Many Mutual Benefit Life members over 
the years have shared their experience and 
knowledge with the whole institution of 
life insurance. Some are authors of re- 
cently published books. Many are famous 
in the insurance field. And, since a com- 
pany is known by the people it keeps, 
Mutual Benefit Life is doubly proud of 
their dual success. 


Bill Earls, CLU, MBL 
general agent in Cincin- 
nati since November 
1950, has led all the com- 
pany’s agencies in seven 
years and won 19 MBL 
awards. Bill Earls’ book, 
Million Dollar Profiles, is 
an intensive study of top 
members of the Round Table. He reveals 
their methods, techniques, work habits, 
organization and dedication — with the 
outlook of one who has a long record of 
MDRT qualification. 





Bill Earls 


Author of hundreds of 
articles and several books 
is Solomon Huber, CLU, 
Mutual Benefit Life gen- 
eral agent in New York 
City since August 1947. 
The Huber agency has 
won seven MBL awards, 
including the President’s 
Trophy and the New Organization Award 
(twice). Mr. Huber’s latest book is 
Estatology, a complete treatise on estate 
planning procedure, published this year 
by Estatology, Inc. In 1959, Mr. Huber 
published the Estate Planner Reader. He 
has also co-authored Writing and Selling 
Business Insurance, published by the Uni- 
versity of Illinois. 


te 


Solomon Huber 


Mildred F. Stone, 
CLU, staff assistant to 
the president, joined the 
company 35 years ago. 
Among her works are A 
Short History of Life In- 
surance, published by 
Insurance Research and a 
Review Service, and Mildred F. Stone 
Better Life Insurance Letters, published 
by National Underwriter Company. Miss 
Stone is also the author of Since 1845, a 
comprehensive history of the Company, 
published by Rutgers University Press. 
Her latest book is The Teacher Who 
Changed an Industry, a biography of Dr. 
S. S. Huebner, a definitive study of the 
legendary pioneer of insurance educators, 
published in 1960 by Richard D. Irwin, Inc, 
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New England Life Advances Officers 


Vice President Stearns Made Also Senior Actuary; Actuary 
Moorhead Becomes a Vice President; Horton, Wadsworth 
Made Vice Presidents; Other Promotions 


Six top management promotions at 
New Life and the election by 
the directors of five new company officers 


England 


have been announced by President O. 
Kelley Anderson. 
John L. Stearns, vice president, insur- 


was in addition ap- 
and Ernest J. 


ance administration, 
pointed senior 


Moorhead, 


actuary, 
actuary, elected vice 
and actuary. Electe 
vice president were Aubrey F. Horton, 
and William L. Wads- 
Herbert J. 
Boothroyd was promoted from assistant 
to associate Group actuary, and C 
\. Yardley from assistant to 
actuary. 


was 
president second 
Group secretary, 


worth, agency consultant. 
harles 


associate 


Elected assistant secretaries were Wil- 
Ferguson, director of 


finance; 


liam B. agency 


operations and Thaxter P. 
Spencer, manager of the pension busi- 
ness department; Robert W. Judd, direc- 
tor of Group life and accident and health 
underwriting and administration; and J. 
Keith Williams, 


agency management 


A. F. Lydiard 
HORTON 


AUBREY 


consultant. David DB. Wray, security 
analyst, was elected investment officer. 


John L. Stearns 


Mr. S-earns graduated from Johns 
Hopkins University and Harvard Busi- 
ness School. He joined New England Life 
as an agency cashier in 1923, was named 
assistant actuary in 1930, associate ac- 
tuary in 1936, actuary in 1947, second 
vice president in 1950, vice president in 
1950, and assumed his present position 
of vice president, insurance administra- 
tion, in 1955. He is a Fellow of the Ac- 
tuarial Society of America and of the 
American Institute of Actuaries and a 
director of the Medical Index Bureau. 
He is also a member of the Appalachian 
Mountain Club and the Boston Mineral 
Club. Mr. and Mrs, Stearns have two 
married daughters, a son and five grand- 
children. 

Ernest J. Moorhead 


Mr. Moorhead, a native of Winnipeg, 
graduated from University of Liverpool, 
England. He was executive vice president 
of United States Life from 1948 to 1952, 
when he joined New England Life as 
associate actuary. Prior to that time he 
was actuary on the staff of LIAMA and 





ERNEST J. MOORHEAD 


assistant actuary for Great-West Life. 
He was appointed actuary at New Eng- 
land Life in 1954. A Fellow of the Amer- 


ican Society of Actuaries, he is active in 
the Boy Scouts He America and the E pis- 
copal Church of Wellesley. He and Mrs. 
Moorhead have two daughters and a son. 


Aubrey F. Horton 


Mr. Horton was born in Nova Scotia, 
attended Maritime Business College and 


entered the life insurance field in 1922 
with the Sun Life of Canada. He be- 
came assistant manager o. John Han- 
cock’s retirement plan division in 1943 
and joined New England Life’s newly- 
formed Group department in 1933 as 


supervisor of Group pension sales. He 
was named director of Group sales in 


WILLIAM L. 


WADSWORTH 
1956 and has been Group secretary since 


1958. 
William L. Wadsworth 


Mr. Wadsworth has been with New 
England Life for 45 years, and has served 
in many executive capacities in the home 
office and field. He was general agent in 

Buffalo, N. Y., from 1947 until last Sep- 
tember when he was recalled to the home 
office as agency consultant. He is past 
president of the Buffalo Life Under- 
writers Association and the Buffalo Gen- 
eral Agents and Managers Association 
and immediate past president of the New 








Boris, Boston 


STEARNS 


JOHN L. 


England Life General 


tion. 


Agents Associa- 


Herbert J. Boothroyd 


Mr. Boothroyd graduated from Uni- 
versity of Michigan where he was a 
member of Phi Beta Kappa and received 
his me ister’ Ss degree in actusz Ariz il science. 
He joined New England Life in 1957 
as assistant Group actuary after three 
years with Massachusetts Mutual’s ac- 
tuarial department. A_ resident of 
Boston’s Beacon Hill, he is a Fellow 
of the American Society of Actuaries 
and a member of the Boston Actuaries 
Club. 

Charles A. Yardley 


Mr. Yardley was born in Philadelphia 
and graduated from Dartmouth College 
magna cum laude with highest distinction 
in mathematics. After taking a summer 
iob with New England Life in 1948, he 
joined the company in 1949 as an actuarial 
student. He was promoted to supervisor 
of the dividend and research sections 
and in 1958 was named assistant actuary. 
He is a Fellow of the Society of Ac- 


tuaries and a member of the Boston 
Actuaries Club and Phi Beta Kappa. 
He and Mrs. Yardley and their four 


children live in Needham Heights. 
William B. Ferguson 

After graduating from University of 
Massachusetts in 1938, Mr. Ferguson was 
sssociated with the Massachusetts 
Mutual, remaining with that company 
until 1954, when he joined the New 
England Life agency department. He was 
promoted to director of agency opera- 
tions and finance two vears later. He 
became a Fellow of the Life Management 
Institute in 1950 and graduated from 


the LIAMA school in Agency Manage- 


ment in 1955. He is a commander in the 
uw. S. Naval Reserve, having served five 
years in the Navy. During World War 
II; a member of the LIAMA Committee 
on General Agents Compensation and 
a director of University of Massachusetts 
Framingham Area Alumni Group. The 
Fergusons and their four children live 
in Weston. 


Thaxter P. Spencer 


Mr. Spencer graduated from Harvard 
University in 1943 and from Harvard 
Law School in 1949. He is a combat 
veteran of naval service in both World 
War II and Korea and holds the rank 
of Commander in the active Naval Re- 
serve, as commanding officer of the 
Reserve Crew of the destroyer Miller. He 
joined New England Life in 1949 as a 
clerk in the newly organized pension 
business department and was named 
manager in 1953. He is a member of the 
Massachusetts Bar, of the Harvard Club, 
Union Boat Club and the Wardroom 
Club, and a trustee or director of several 
Boston charitable organizations 


Robert W. Judd 


Mr. a graduated fr 
North Carolina in 1946 after four years 
of service with the U S. Army. He 
entered the Group underwriting field with 
The Travelers that year pv joined the 
American Mutual Liability in 1951. esi 
years later he entered New England 
Life’s Group department, in 1957 was 
made manager of the Group life and ac- 
cident and health, unde rwriting and 
administration department and has been 
director of the department since 1958 

J. Keith Williams 

Mr. Williams is a native of 
Utah, and a graduate of St. 
Military Academy in 
served four years in Naval Aviation dur- 
ing World War II and joined New 
England Life in 1954 as an agent in 
Sacramento. He was promoted to unit 





om University of 


Ogden, 
Joseph’s 
Belmont, Calif. He 


supervisor, district manager and finally 
general agent in 1958. He was called to 
the home office to become agencv man- 
agement consultant last month. He is a 


(Continued on Page 6) 


New England Life Figures 
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million 


balance of $44.7 was paid in 
death benefits. In addition more than 


funds left on 
in prior years 


$40 million was paid from 
deposit with the company 


The company issued an average of 1,700 
checks, totaling $572,000, each working 
day of the year. 

Dividends of $39.3 million, an increase 


of $2.6 million, were credited to policy- 
holders out of 1960 earnings 

During the unassigned surplus 
rose $4.5 million and as of December 31, 
1960, was $154.7 million. In addition there 
are special reserves totaling $71.8 million 


year, 





Arthur Pedoe Study Shows 


Companies’ Costs Increased 

The cost of doing business has mate- 
rially increased for life insurance in the 
years since 1952, expecially for the small- 
er life companies, according to an analy- 
sis of costs presented to the Society of 
Actuaries at its Eastern Spring Meeting 
at the Hotel Commodore, New York this 
week. 

Ina study of the experience of recent 
years of 20 Canadian life companies, con- 
tinuing a serics of studies begun in 1939, 
Arthur Pedoe, Toronto, consulting actu- 
ary, showed that the rate of over-all ex- 
pense, including taxes, experienced rela- 
tively little change between 1939 and 
1948 and had increased only slightly by 
1952, but the rise since then has been 
material. 

In the case of the larger companies, 
according to Mir. Pedoe, the expense 
ratio has increased about 13% since 1952 
ond in the case of the smaller companies 
16%, on the basis of the more conserv- 
ative of two formulas used for measure- 


ment. On the other formula, the rise was 
16% and 20%, respectively 

While the companies studied were Can- 
adian companies, their experience was 
international, as the larger companies 
had 27% of their business in United 


States. In fact, the sharp rise in taxes in 
the United States was an important fac- 
tor in the over-all rise. 


The study also showed that the aver- 
age size of new policy sold has more 
than doubled since 1948, while the aver- 


age annual premium per_ $1,000 of new 
insurance has dropped 20 to 30% for 
basic policies and 30 to 40% for total 
business, emia temporary coverages 
added to base policies 

“Where costs throughout the economy 
are increasing, it is only to be expected 
that the life insurance industry would be 
similarly affected,” Mr. Pedoe said. “It 
has to be peste with other businesses for 
staff and services. In recent vears, such 
staff amenities as pension plans, cafeteria 
services, etc., have played a prominent 
part in the relations of business with its 
employes.” 





Elections At Republic National 


Theo. P. Beasley, Made Chairman, Continues Executive Head 
Of Company; Barry Oakes Becomes New President 


Action taken in Dallas this month at 
nnual meeting of stockholders of 
public National Life, with reference t 
new titles for top-ranking officers and 


utlining their re sponsibilities, fol 





BARRY OAKES 
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He was “named \ vic 


president in January, 1959, and at the 
company’s annual meeting of that year 
he became administrative vice president. 
The following January he moved up to 
executive vice president. Meanwhile he 
has played an active role in the legal 
section of American Life Convention and 
Association of Life Insurance Counsel 
and presently is vice chairman of the 
legislative committee of the Health In- 
surance Association of America. More 
recently, he has achieved recognition 
throughout the insurance industry for an 
Agency Law Handbook. which he and 
his associates at Republic National Life 
developed. 

\s the second president of Republic 
National Life, he will work closely with 
Mr. Beasley in over-all policy matters 
concerning the company’s progress and 
development and will devote even more 
of his time serving as spokesman for 
the company in industry-wide activities 
and liaison with the various Insurance 
Departments. 

Skelton Long With Company 

Clarence J]. Skelton, the new executive 
vice president, has literally grown up 
with Republic National Life. When_ he 
joined the company in 1934, it had_ just 
$5 million of life insurance in_ force 
and he was first employed = s mail 
Jerk in the company. This was followed 
by experience in accounting home office 
underwriting, manager of the growing 
departments of the company, assistant 

cretary, assistant director of agencies, 
secretary and office manager, vice presi- 
dent and director of agencies, semio: 
vice president reinsurance division, and 
he is completing his tour of duty as 
senior vice president and coordinator ot 
production planning. 

Mr. Skelton has held positions in many 
life insurance organizations—his primary 
interest having been in LI \M \, Amer- 
ican Life Convention and Texas Life 
pete ot He is also serving as a 
trustee of the school of Insurance Mar- 
keting at Southern Methodist Univer- 
sity *.* 

Rex Beasley's Activities 

Rex Beasley, the new senior vice presi- 
lent and vice chairman of the board, is 
the son of Theo P. Beasley Although 
he has had experience 








young in ex] 

in almost every depart tment of the com- 
ahs . : aes a 
pany, following training at Texas . hri 
tian University and Southern Methodist 


University. At time the Republic 
National Life ied its first billion of 
life insurance in force in 1956, 1t also 
opened the doors of its completely re- 
modeled home office building and Rex 
Beasley plaved an important role in 
planning the remodeling and redec rat- 
ing of the building. In addition to his 
general executive duties, he serves as 
a member of all the departmental com 
mittees as well as the executive com- 
mittee and investment committee 
Recently the Dallas Times Herald 
honored Rex Beasley by featuring him 
as one of the “Tomorrow's Leaders.” 
‘ommenting particularly on | 





his dedica- 
tion to church work, the YMCA and 
the Boy Scouts in addition to his expand- 
ing talents as a business executive 


General Re to Launch New 
Life Reinsurance Company 


General Reinsurance Corp. of New 
York is forming a life reinsurance sub 
sidiary with a capital of $5,000,000 to con- 
duct solely a life and accident reinsur 
ance business, it was announced by 
James A. Cathcart, Jr., board chairman 
of General Re, 

“In keeping with our traditional policy 
of serving our clients on a professional 
basis,” Mr. Cathcart stated, “it is our 
plan to write reinsurance only, and we 
will not compete with our clients by en- 
gaging in the business of life insurance 
The establishment of this organization 
will enable us to augment our facilities 
and offer our clients a comprehensive 
service in all fields of reinsurance with- 
out exception. We expect to put to- 
gether an organization of high quality 
which will build slowly but soundly in 
this new field and no profits of conse- 
quence can be expected for some time.” 


Major Expansion of 
Agency By Equitable 


CREATE FOUR ‘NEW DIVISIONS 


Six Officers Named to Assist Agency 
Vice President Burgess in Super- 
vision of Department 
Equitable Society “of New York has 
made a major expansion of its agency 
department, creating four new divisions 
each headed by a vice president and ha 
named six officers to assist Agency Vic: 
President S. A. Burgess in supervision o 

the expanded activities 

Vice President Ralph M Thykeson will 
continue as production officer in charg 
of the Northeaste: -n. New York Metro 
politan and North Central Departments 
Field Vice Presidents Frank W Hill 
Joseph H. Morrow and Walter L. Gott 
chall, who are in charge of these d 
partments, will report to Mr. Thiykeso 
and will have full authovitv in their 1 
spective departments 

Vice President Harold J. Rossman ha 
been appointed production§ officer iy 
charge of the Southern, South Central 
and Western Departments Field Vic« 
Presidents John N. Sullivant, Hug! 
Middlebrooks and Arthur P. Carroll, in 
charge of these departments, will report 
to Mr. Rossman and will have full au 
thority in their departments 


Four Division Heads 


Vice President C. B. Metzger has been 
placed in charge of the Manpower Divi 
sion. This division will handle all thos« 
home office activities relating directly to 
the hiring, financing, training and de 
velopment of successful career under 
writers. It is being formed by merging 
the Department of Agency and Sales 
Management Training with the Agents’ 
Contracts and Financing Division of the 
Agency Department 

Vice President ID. D. Edmunds has 
been placed in charge of the Marketing 
Division. The function of this division 
will be to increase the scope of the So 
ciety’s present markets, explore possibl 
new markets and products, determin 
Society goals for balanced and satisfac 
tory production and provide the facilities 
and services for maximum promotion Ol 
sales. The division will assume all the 
responsibilities and activities of the pres 
ent sales services. sales promotion unit, 
and a new marketing unit which is being 
created 

Vice President A. E. Elander will be 
in charge of the Planning Division, which 
will have responsibility for coordinating 
the plans of various components of the 
department and assist in long-range 
planning for department objectives and 
programs, The division will include the 
units now having responsibility for 
agency research, field communications 
and the Group and Retirement Plans 
for agents and managers. 

Second Vice President Frank E, Kuhn 
has been placed in charge of the Admin 
istration Division, which will provide 
administrative support to sales activities 
in the field and home office. The divi 
sion will incorporate the units now hav- 
ing responsibility for field office adminis- 
tration, administrative services, and staff 
services to the agency vice president 


NAMED BY MANHATTAN LIFE 
J. Robert Sweeney, Kansas City General 
Agent and Harry B. Mathewson, 
General Agent at Honolulu 


Manhattan Life of New York has ap 
pointed J. Robert Sweeney as general 
agent at Kansas City, Mo., and Harry 
B. Mathewson general agent at Honolulu 

Mr. Sweeney has formerly been with 
Equitz ible Society and Pan-American Life 
before joining Manhattan Life as brok- 
erage supervisor at St. Louis. 

Mr. Mathewson was a general agent 
for Connecticut Mutual in Honolulu be- 
fore this appointment which marks the 
re-entry of Manhattan Life in Haw: aii 
where it had issued its first policy in 
1867. 
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CONGRATULATIONS to tre FRESHMAN 9. whic 


led all Massachusetts Mutual first year men in 


1960 in combined sales, commissions and lives. 






WILLIAM M. OSBORNE 






1960 ordinary sales 
$1,050,061 


bases joined our Miami-Pierce 
Agency after working as a 
manager trainee with a truck 
rental firm following two years 
as a Paratroop Officer in the 
U. S. Army. A graduate of 
Stetson University, he received 
the Company's First Year Man 
of the Month Award last May. 


CHARLES R. DURKIN 


1960 ordinary sales 
$948,920 


a native of New York State, 
he attended Canisius College 
and entered our Columbus 
Agency following 8 years in 
the U. S. Air Force. He sold 
$50,000 or more in every 
month of 1960, 





1960 ordinary sales 
$794,500 


coached athletics for 11 years 
at both high school and univer- 
sity level before he became a 
member of our Billings 
Agency. In March he received 
the Company’s First Year Man 
of the Month Award. 


STANLEY W. GERLACH 


1960 ordinary sales 
$1,780,000 


immediately started consecu- 
tive monthly sales records and 
at the end of 1960 he was 
24th in volume and 7Oth in 
commission in our entire field 
force. His experience — two 


years in the Army, four years 
directing high school athletics 
before joining our Panorama 
City Agency. 





THOMAS L. THORKELSON 


1960 ordinary sales 
$1,026,100 


youngest of the Freshman Five, 
he was just 27 when, after five 
years in the U. S. Marine 
Corps, he joined our Santa 
Ana Agency. At the end of 
1960 he had 38 consecutive 
weeks of production and had 
averaged over two sales per 
week for the year. 













Sales by first and second-year men 
totaled $258,913,434 or 25.9% of 
the Massachusetts Mutual ordinary 


production for the year 1960. 





MASSACHUSETTS MUTUAL Ze Insurance Company 


SPRINGFIELD, MASSACHUSETTS +» ORGANIZED 185! 
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Williams President 
Of Puritan Life Co. 


JAMES ROSS VICE PRESIDENT 


Williams to Continue to Have Office at 
Connecticut General Where he is 
Senior Vice President 


Frank O 
ident of C 
heen elec 


H. Williams, senior vice pres- 
necticut General Life, has 
ted president of its affiliate, the 
Life of Providence, R. I. He will 
to have his office with Connecti- 





cut Ge ner 


1] 
James B. 'R ss, Who has been secretary 


FRANK O. H. WILLIAMS 


the reinsurance department of Con- 


necticut General, was elected vice presi 
dent of Puritan Li He will assume ad- 
ministrative tae at Puritan’s home of- 


hee 
Mr. Williams joined Connecticut Gen- 





JAMES B. ROSS 


eral in 1934 as manager of the New 
Haven branch office and in 1936 was 
named manager of the Hartford office. 
The two agencies, under his leadership, 
won the “Outstanding Agency Award” 
fourteen times. He was appointed a vice 
president of Connecticut General in 1958. 

4 graduate of Yale University, Mr 
Williams is national chairman of Yale’s 
Program for the Arts and Sciences, a 
nat ionwide drive to acquire the equiva- 
lent of $69 million during the next two 
vears He is former chairman of the 
Yale University Alumni Board 

Mr. Ross began his career with Con 
necticut General in 1951 following grad- 
uation from Harvard University. He be- 











First Colony Life Elects 
Kirkeby Vice President 


Edward T. Kirkeby has been elected 
vice president of First Colony Life. 
Lynchburg, Va., it has been announced 
by Meade McMillen, president Mr. 
Kirkeby has been an assistant vice pres- 
ident, having served as manager of the 
Group insurance department since 1956 
In addition to his Group duties, he has 
assumed direction of agency activities 
in new areas and markets 

Mr. Kirkeby is a native of Pensacola, 
Florida, and was educated at Miami Uni 
versity in Oxford, Ohio, where he re 
ceived a B.S. degree in mathematics prior 


to entering the insurance field in New 
York in 1947. He is an associate, cum 
laude, of the Life Office Man: agement As- 


sociation. Also he is a vice president of 
the Virginia Association of Accident and 
Health Underwriters and on the board 
of the Lynchburg Chapter of the Amer 
ican Red Cross 


Lincoln National Names 


Teekell in Shreveport 

Byrum W. Teekell, CLU, has been ap- 
pointed general agent in Shreveport, La., 
by Lincoln National Life according to 
an announcement by Henry W. Persons, 
vice president and director of agencies 
The agency will be known as B. W. 


Teekell & Associates. In assuming 
leadership of the agency, Mr. Teekell 
succeeds his father, W. W. Teekell, CLU, 
veteran Lincoln Life general agent who 


passed away recently 
sales 
becoming 


Mr. Teekell entered life insurance 
in 1948 wl hile a college student, 
a member of his father’s agency and di 
viding ie time between study and selling 
Following graduation from Louisiana 
State University where he received his 
Bachelor of Arts and Bachelor of Laws 
degrees, Mr. Teekell became a full-time 
member of the agency. Since then he has 
established an outstanding personal pro 
duction record which includes regular 
membership in the company’s sales honor 
clubs and designation as Lincoln Life 
Agent of the Year Runner-up in 1959 
In addition, he is a life member of the 
Million Dollar Round Table and has been 
a frequent recipient of the National 
Quality Award. While continuing his 
personal production efforts, for the past 
several years he has been assisting his 
father in the supervision and manage 
ment of the Teekell agency 





Amevicen Bankers Like’s 
“In Force” Tops $420 Million 


American Bankers Life Miami, Fla., 
closed 1960, its ninth year of operation, 
by passing the $10 million mark in 
assets. Assets increased 20% during 1960 
and amounted to $10,586,149 at the year- 
end 

The company’s life insurance in force 
now tops $420 million, a gain of $100 
million during 1960. It is licensed and 
transacts business in 38 jurisdictions 
pe during January, was licensed in 

California. 


Among 1960 achievements recorded in 


American Bankers’ 1960 annual report 
to stockholders, are the following: 
Net return on invested assets rose 


from 3.45% during 1959 to 3.86% during 
1960 with the yield 2 new purchases ap- 


proximating 5%4%. Capital and norgens 
amount to more than $1,800,000, a gain 
of 12% during the year Premiums ‘col- 


lected during 1960 ; 
of over $11,300,000 

During the year the company paid 
benefits of more than $2,100,000, a new 
high, and has now paid approximately 
$8,500,000 since organization 


gained 9% for a total 


came an actuarial assistant in 1954 and 
two years later was named senior actuar- 
ial assistant in the Group insurance ac- 
tuarial department. He was appointed 
assistant actuary in 1957 and since 1960 
has been secretary of the reinsurance de- 
partment. A Fellow of the Society of 
Actuaries, Mr. Ross has been active in 
committee work for the Society 








LIFE INSURANCE 
MANAGEMENT OPPORTUNITY 


Agent currently selling successfully in 
the New York Metropolitan area, to 
qualify for a managerial position with 

large life insurance company. Write 
stating telephone number, marital sta- 
tus and number of years engaged 
selling life insurance. Write to Box 
2890, The Eastern Underwriter, 93 Nas- 
sau Street, New York 38. 











Lewis C. Yount Candidate 
For Trustee of NALU 


The candidacy of 
CLU, 


agency, for 


Lewis C. Yount, 
Seattle’s Prudential 
National 
Underwriters has been an 
nounced by the Washington State Asso- 
ciation of Life Underwriters and the 
Seattle-King County Life Underwriters 
\ssociation. 

Mr. Yount, who has been in the life 
insurance business for 15 years, has been 
the past president of both the Seattle- 
King County Life Underwriters and the 


manager of 
trustee of Associa- 
tion of Life 


Seattle Life Managers Associations. He 
is currently serving as general chairman 
of the Northwest International Area 


Management Conference, 
and national committeeman of the Se- 
attle-King County Life Underwriters, 
and is a member of the hoard and GM- 
\C representative for the Seattle Life 
Managers Association 

In addition, Mr 


won 


is on the board 


Yount’s agency has 
Prudentials President’s Citation, 
which is given to top 15 Prudential Or- 


dinary agencies in the country, five out 
of the past seven years. In 1958 his 
i won the President’s Trophy for 


leading agency in all-around accom- 
Jobeen in competition with all Ordin- 


ary agencies in the United States and 
Canada. 
Hugh S. Bell, CLU, and Kendrick C. 


Hawkes will act as co-chairmen for Mr. 
Yount’s quest of a trustee position at 
the annual meeting of the National 
\ssociation this September in Denver. 


State Ass’n Sales Caravan 
Begins in Rochester, Apr. 12 


The twelfth annual all-day sales 
caravan, sponsored by the New York 
State Association of Life Underwriters, 
will begin its series of one-day stands 
at the Chamber of Commerce Building 
in Rochester, April 12 and will move 
to the Hotel Ten Eyck in Albany, ven 
13, according to Peter J. Keenan, CL 
moderator and chairman of this year’s 


program. 

Bernard H. Zais, CLU, and a life mem- 
ber of the MDRT, has been named one 
speaker and Frank B. Maher, vice 
aeeneae) of tl 1e john Hancock, has been 

*~hosen as another. Mr. Zais, who is with 
Conieaethaes Mutual in Burlington, Ver- 
mont, addressed the MDRT in 1958 and 
has spoken before many association 
groups and sales meetings throughout 
the nation. He has entitled his address, 
“Confusion, Confession, Conviction.” 

Mr. Maher, who will talk on “Attitude 


—The Indispensable Ingredient of 
Growth” ~ been with the John Hancock 
since 1923 and was elected senior vice 


president in 1961. He is a past president 
of the Life Underwriters Training Coun- 
cil and the Life Insurance Agency Man- 
agement Association. 

This year’s program will maintain the 
Same time schedule each day in each 
city, beginning at 9:30 a.m. and conclud- 
ing at 4:00 p.m 

The remaining three speakers and 
other details of the 1961 Appleknockers’ 
program will be announced shortly, Mr. 
Keenan said in his outline of the tra- 
ditional sales education program of the 
State Life Underwriters. 














Brokers: 

Non-Med Limits 
Stretched Again! 
Up to $30,000 
Non-Med 
Privilege for Brokers. 


Call us for details. 











WHITE & 
WINSTON 


INC. 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO 





Simon and Starling on 
NALU Mid-Year Program 
Roy D. CLU, 

Mutual in Chicago, 


agent for Penn 
Sylvester Star 
agent for Gulf Life in Orlando, Fla., 
will be featured speakers at the 1961 mid- 
year meeting of National 
Life Underwriters. The 
be held at the Galt 
Ft. Lauderdale, 


Simon, 
and 
ling, 


Association of 
mid-year will 
Ocean Mile Hotel, 
April 16-20, with approx 
500 life underwriters and guests 
in attendance. 

Messrs. Simon and Starling will par- 
ticipate in an April Agents Forum panel 
discussion of “The Agency Team 
‘Ideally’ What Are the Roles of Its Mem- 


bers?” Previously announced as Forum 


imately 


—_— are George Mucey, manager 
for Baltimore Life in Washington, Pa., 


and B. William Steinberg, CLU, general 
agent for Massachusetts Mutual in New 
York. Joseph Davis, CLU, agent for 
Home Life in Detroit and chairman of 
NALU’s committee an agents activities 
will moderate the discussion. 


New England Mutual 


(Continued from Page 3) 


life member of New 
Leaders Association and former vice 
president of the Sacramento General 
Agents and Managers Association. 


David B. Wray 


Mr. Wray received a BA degree from 
Amherst College in 1952 and a MBA from 
the Harvard Business School three years 
later. After working for a year as an 
accountant, he joined the securities de- 
partment at New England Life and was 
made a security analyst in March, 1957. 
He is a member of the Boston Invest- 
ment Club and lives in Sherborn with his 
wife and two children, 


England Life’s 





XUM 
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500 District Leaders Dr. P. H. Ivins Medical 
Of John Hancock Meet Director of the Ohio Life Everyone's Talking About It 
—- The appointment of Dr. Paul H. Ivins 
CONVENTION IN WASHINGTON as medical director of The Ohio Life of KM PI RE’S Guaranteed Renewable 
—_—— Hamilton. O., is announced by Chairman For Lif 
President Elliott Sounds Theme of Amer- Howard Sloneker , H , S E e€ 
ican Individualism Strengthened by Dr. Ivins, a graduate of Miami Univer- os ita -Surgi : 
Life Insurance Ownership sity with A.B. degree in 1931, received P gical Expense Policy 
—_—— his M.D degree from Western Reserve PLAN — 1 Premiums Payable For Life 
Washington, D. C—More than 500 University, Cleveland, in 1934. He served PLAN —2 Premiums Payable to Age 65 
leaders in the nationwide district agency on wevatigeon and sidency op 
organization of John Hancock, including a fa ge noni pee 20-10 Hospital Plan — Something new in the Hospital Field 
eight million dollar producers, were from 1940 to 1946, he served as chief of Guaranteed Renewable To Age 65 
honored at the John Hancock’s Presi- laboratory service at Wakeman Hospital A Compl 
; 4 y plete Portfolio of Life and Croup Coverages 
dent’s Clut seting at Sheraton Park Center, Camp Atterbury, Ind. He has 
H aa res Piossge Roh eS takes * been in private practice in Hamilton since Direct Mail Program That Cets Results 
10 ‘ ( ¢ >. Me . - 194¢ 
cently elected senior vice president, 2 a 2 Ser A Genmret po Opportuaity— 
district agencies, and a director of Han- Ordinary eae Sail 1% EMPIRE STATE MUTUAL LIFE INSURANCE Co. 
Alaska showed the greatest rate of in- Jamestown, N. 
crease in Ordinary life insurance sales in MORGAN O. DOOLITTLE, DOUGLAS 8. FELT, 
January with Montana second and Utah sident Agency Vice Pres. 


BYRON 


K. ELLIOTT 
for the third con- 
secutive vear the district 
credits topped $2 billion. 

High point of the meeting was presen- 
tation to President Byron K. Elliott of 
special writings achieved during the first 
ten weeks of 1961 which totalled $402 
million. The writings were presented in 
form of a scroll by Mr. Maher. 

Vice President George B. Thompson, 
Ir., presided at some sessions. 


cock, announced that 


agency sales 


were Paul 
Florida, who 
business paid 
3efore enter- 


Among those honored 
Cocuzza, Fort Lauderdale, 
in his first year in the 
for one and a half million. 
ing life insurance he was in grocery 
field. Nicholas R. Montalto, for four 
vears a Philadelphia National League 
baseball player won a_ trophy for new 
territory development. He is manager of 
Virginia district office in Norfolk. Some 





third, it is reported by the Life Insurance 
Agency Management Association, which 
has analyzed sales by states for Janu- 
ary. Countrywide, Ordinary business de- 
clined 1% in January, compared with 
January, 1900, while Alaska sales gained 
20%. In Montana, January sales were 
25% over a year ago and in Utah 19%. 


Motor City district (Detroit) for his 
leadership in Group sales. 
President Elliott’s Talk 

President Elliott sounded a note with 
this theme: 

“Only as individual Americans exercise 
their capabilities to tl ie fullest, and meet 
with compentence the opportunities and 

responsibilities of their own lives, can 
America as a whole generate the social 
and economic strengih necessary to over- 
come the challenge of Communism in the 
world today.” 

Life insurance is a means, he said, 
by which millions of Americans by their 
own efforts have indicated acceptance of 
the responsibilities that go with freedom. 
He called the life insurance contract a 

“Personal Declaration of Independence,” 
and in their willingness to forgo passing 
pleasures in favor of providing lasting 
security and independence for all they 


} 


hold dear, policy owners are reflecting 
one of = finest at'ributes of our na- 
tional character. 

“The record of American economic 


strength during the past half century can 
be attributed to many factors—an abun- 
dance of natural stable 
ernment, emphasis placed on individual 
initiative, and the willingness of the 
American people to be inventive, indus- 
trious and accept the challenge of com- 
petition, ” Mr. Elliott continued. 

“Our business helps provide a continu- 
ing cycle of economic activity, and in 
this area promises to play a vital role 
in building American economic strength 
in the trying years that lie ahead.” 

Judge Elliott gave special emphasis to 


resources, gOV- 








LEON O. HEAD DEAD 


Vice President of Manhattan Life, For- 
mer President of Railway Express 
Agency; He was 81 


Leon O. Head, vice president of Man- 


hattan Life of New York and former 
president of the Railway Express Agen- 
cy, Inc., died March 15 at the age of 


LEON O. 


HEAD 


York City 
agent for 


home 
Wells 


turn 


eighty-one at his New 

Mr. Head was an 
& Co, in 
century 


Fargo Texas before the 
an officer in 


War. He 


ot the and became 


the Spanish American was 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 





INDIANAPOLIS 





OMAHA | 








Two Life of Va. Directors 


New directors of the Life 
Co. of Virginia are Samuel S. Jackson, 
president of Virginia Trust Co. and 
Lewis G. Chewning, president of Virgina 
Folding Box Co 


Insurance 


Mutual 


merged with it in 1957. 


pressmen’s Life Insurance Co 


Among many posts held by Mr. Head 
were vice president of the Chamber of 
Commerce of the State of New York, 


committee 
American Express Co., the 


membership of the executive 


of the trans- 





other winners were Philip Savva and a quotation from the French writer, ER AR HT TRS TEP RO portation and communications committee 
Frank J. Senatro, Hartford; Frank A. Jean De La Bruyere, “Liberty is not Brcores é Seo ate + evens of U. S. Chamber of Commerce and the 
Grecon, CLU, district manager, Trenton; idleness, but the free use of time. It 'rom 1932 to 1949 and became vice pres-| National Council, Boy Scouts of Amer- 
ind Kenneth R. Strang, manager of is the chance for work and exercise.” ident of Manhattan Life when the Ex- ica. 
PENSION NSULTA 
LIFE AGENCY DIRECTOR JUNIOR LIFE ACTUARY sasiam e-em A & H SALES DIRECTOR 
$18,000 $8,000 $8,000 $15,000 2) 
Tremendous expansion of a large Leading midwestern company 


A well experienced manager 
with a knowledge of both Industrial 
and Ordinary Life is needed to run 
the Ordinary sales operation. This 
is a well known eastern company 
whose rapid growth in recent years 
has been phenomenal. Here is an 
opportunity for great progress. 


Job +E-317 





west coast company has created 
the need for a college graduate 
who has two exams to his credit 
and eventually will finish the re- 
maining exams. 


Job +E-318 





needs a young man to assume 
management role in Pension Sales 
Department. Should be aggressive 
and ready for responsibility with a 
fast moving organization. 


Job +E-319 





brochure, "How We Operate,” 


330 S. Wells St. 





Please refer to the job number in your inquiry. Send for our free 
without obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 6, Illinois 





Challenging opportunity for man 
to take charge of A&H sales on a 
national scale. One of Chicago 
area's most progressive, sales pro- 
minded 


chance for candidate to achieve 


motion companies. A 


a great future in both stature and 


income. 


Job +E-320 
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Chas. Scott President 
Gt. American Reserve 


TRAVIS T. WALLACE CHAIRMAN 


Co-Founder of Dallas Company Remains 
Chief Executive Officer; Company 
Makes Other Promotions 
Travis T. Wallace was elected chair- 

| 1 


man of the board and chief executive 
officer, and Charles D. Scott was elected 
president Great American Reserve 
Insurance ( Dallas. 


Mr. Wallace, co-founder of the 26 year- 


old company and its president since it 





TRAVIS T. WALLACE 


was organized, said he will henceforth 


concentrate his attention on matters re- 


quiring major policy decisions, over-all 
planning and such other 


activities as will 


CHARLES D. SCOTT 


advance the c 
| 


mpany’s interests on a 
road front 


Mr. Scott 


vas reared and educated at Kansas City, 


was born in Oklahoma City, 


and began his insurance career in 193] 
with Business Men’s Assurance. He had 
become the company’s chief underwriter 
when he left to join Great American in 
1948 as vice president in charge of under- 
writing. He became first vice president in 


1949 and was elected executive vice presi- 
+ 10% a. } ; 
n 1938. As president he will assume 


xecutive responsibility for all phases 


the company’s operations. He has been 





a member of the board of directors since 
1949. 

John W. Cromwell was advanced to 
administrative vice president. Starting as 
a bookkeeper in 1938, he became comp- 
troller in 1946, treasurer and comptroller 
in 1948, secretary in 1949, and vice presi- 
dent and secretary in 1959. He has been 
a member of the board since 1949. 

R. F. Woods was elected secretary of 
the company. Beginning his service in 
1945, he managed the tabulating depart- 
ment for 3 years and was named assistant 
comptroller in 1949. He was advanced to 
assistant secretary in 1950 and later that 
same year became assistant vice president 
and planning officer. 

Three department managers received 
officer tities. Jack Lee, manager of the 
claims department, and O. J. Van Zandt, 
manager of the accounting department, 
were designated as assistant vice presi- 
dents and Truett Jones, manager of the 
services department, was named assistant 
secretary. 

The 26th annual report distributed at 
the stockholders’ meeting showed a con- 
tinuation in 1960 of the steady business 
growth experienced by the company 
during the preceding decade. 

Life insurance in force gained more 
than $26 million to a total of $272,943,348, 
and combined gains from both life and 


health insurance lines reflected an over- 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 


11 West 42nd St., New York 36 
WI 7-8266 











all increase in 1960 new business of more 
than 13% compared with 1959 results. 
Policy benefits paid amounted to $4,948,- 
431, considerably more than in any 
preceding year. 

Assets gained 12.5% to $21,871,462 and 
the capital and surplus account totaled 
$4,477,799, an increase of $211,899. Total 
premium and investment income was 
$10,936,658. Net gain from operations 
for the year was $436,354, and the net 
vield on investments before federal in- 
come taxes 4.31% 

In his report to stockholders, Mr. 
Wallace forecast further gains in 196]. 
He said the Company’s new _ business 
during the first two months was more 
than 10% ahead of the same period in 
1960 and that he expected the trend 
to continue. Expansion plans call for 
early opening of a branch office in 
Phoenix, the company’s first in Arizona, 


and a third branch office in Houston. 
Great American Reserve does business 
in eight southwestern states. 





< 





brokerage letter. 


10 Commerce Court 





THEY'RE TAKING 
THEIR HATS OFF 


TO DOMINION 


for NEW LOW ANNUITY RATES 


Single Premiums Per $10 Monthly 
Income, Premiums of $15,000 and More 


No Refund 10 Years Certain 
Male Female Male Female 
Age 60 $1609.16 $1836.52 $1686.58 $1870.82 
Age 65 1381.80 1590.54 1498.42 1653.26 
20 Years Certain 
Male Female 
$1911.98 $2005.08 
1819.86 1877.68 


Minimum Single Premium $1000 


Call us for further information or if 
you would like to receive our monthly 


Phone MArket 2-5990 


LIFE AGENCY OF NEW JERSEY, INC. 
Newark 2, N. J. 





TO GENERAL BROKERS 
. THE LEE NASHEM AGENCY 
The Major League Agency" 
(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.| 
All communications on your letterhead—with 
copies to you. All phone calls taken at your 
switchboard and relayed to us. Your client 
gets expert service from your own hand 
picked expert. Double your volume with half 
the effort—at no extra cost! 
PHONE US, THIS PLAN WILL MAKE 
MONEY FOR YOU! 
Call us at Oxford 7-2950 








LEE 


NASHEM 


110 East 42nd 


AGENCY 


Streat 





Chairman General Agents 
Advisory Council of Aetna 





GILBERT V. 


AUSTIN 


Gilbert V. Austin, CLU, general agent 
for Aetna Life at Brooklyn, has been 
elected chairman of the company’s Gen- 
eral Agents’ Advisory Council for 1961 

Other members of the council, which 
will act as an advisory body to company 
officials on agency and field manage- 
ment matters during the vear, are J. E 


Berg, Ir., San Diego; Arthur H. Bikoff, 
New York: Samuel G. Carson, CLU, 
Toledo; R. M. Harpster, Portland, Ore.; 


J. Denny Nelson, San Francisco; and 
Max D. Shriver, Kansas City. 

The seven general agents were ap- 
pointed to the council in recognition of 
having received the Aetna Life Presi- 
dent's Trophy for outstanding agency 
achievement during 1960. 


Lillian Hogue to Address 
GAMC Luncheon April 18 


Lillian Hogue, CLU. president of the 
American Society of Chartered Life Un- 
derwriters and agent for New York Life 
in Detroit, will be the featured speaker 
at the General Agents and Managers 
Conference luncheon to be held on April 
18, during the mid-year meeting of 
NALU at Ft. Lauderdale. Announcement 
was made by Carr R. Purser, general 
agent, Penn Mutual, New York, national 
chairman of GAMC 

Miss Hogue’s appearance marks the 
first time a woman has heen invited to 
speak before the GAMC audience. Also 
she is the first woman to hold the office 
of president of the American Society 
of Chartered Life Underwriters. 

L. Kent Babcock, Jr, CLU, general 
agent, Aetna Life in Philadelphia and 
William B. Hoyer, CLU, general agent, 
John Hancock, Columbus, are GAMC 
program chairman and chairman, 
respectively. 

Speakers to address the afternoon ses- 
sion will be announced at a future date. 
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Vogler President of 
American National 

ADD SIX DIRECTORS TO BOARD 

Dividend rate iavnanindls Insurance in 


Force Rose 11.3%; Assets Up 5.7% 
Career of Vogler 





W. L. Vogler, formerly executive vice 
president, was elected president of the 
American National of Galveston last 


week. Six new directors were added to 
the board and dividends to be paid in 
1961 were increased by 25%. 

A native of Nebraska, Mr. Vogler was 
educated at Northwestern University. His 





W. L. VOGLER 


first insurance experience was as an 
agent for Metropolitan Life in Denver, 
later becoming an assistant manager. In 
1929 he joined Continental Life as man- 
ager in Salt Lake City and three years 
later was appointed manager there for 
\merican National. He was brought into 
the home office in 1945 by the company’s 
founder, the late W. L. Moody, Jr., to 
run the insurance portion of the finan- 
cier’s extensive interests, and elected 
executive vice president. Under Mr. 
Vogler’s general management the com- 
pany’s insurance in force rose from $l,- 
357,000,000 in 1945 to more than $5.5 bil- 
lion at the end of 1960 and assets in 
the same period grew from $176,000,000 to 
$853,831,000. 

As president Mr. Vogler succeeds Mrs. 
Mary Moody Northern, who resigned 
that office but continues as a director. 
Mrs. Northern is the daughter of the 
late William L. Moody Jr., who before 
his death in 1954 established the Moody 
Foundation which holds a_ controlling 
interest in the insurance company. She 
recently resigned the presidency of 
Moody National Bank, Galveston, but 
remains as president of W. L. Moody & 
Co., a private banking firm. 

New Directors Elected 

The six new directors added increased 
the board membership to 18. New mem- 
bers are George S. Eccles, president First 
Security Bank of Utah; Lee N. Parker, 
president, American Service Bureau; S. 
Marcus Greer, vice chairman, First City 
National Bank of Houston; J. Sayles 
Leach, chairman, The Texas Co.; J. M. 
Lykes, Jr., senior vice president, Lykes 
Brothers Steamship Co., and Leonard 
Mosele, vice president and secretary of 
\merican National. Other directors were 
re-elected. 

Seven officers were re-elected with 
change in status. These included R. A. 
Furbush, whose new post is executive 
vice president; C. E. Brown, vice presi- 
dent and assistant treasurer, and Bailey 
Clark, vice president and underwriting 
manager. 

_ Highlights in the report to stockholders 
included the following gains for 1960: 

Life insurance in force rose 11.3% in 
the year to reach $5,591,603,857, a net gain 
of $570,808,534. Premium income for 1960 


was $124,391,427 an increase of 8.9% over 
1959. Total premiums and investment in- 
come climbed to $161,494,143; up 94% 
over 1959. The net rate of interest earned 
was 4.16% as contrasted with 4.0% in 
1959. Total assets rose to $853,830,933; 
up 5.7%. 

Payments under policies totaled $8,- 
287,691 net, 18.7% higher than in 1959; 
reflecting the effect of the larger in- 
creases in coverage in recent years. 

After all claims, reserve additions, 
dividends and expenses, surplus was in- 
creased by a record $20,263,763 addition 
to total $86,326,841; a gain of 30.6% for 
the year. 


Administrative Personnel 


Metropolitan Life has announced the 
following changes in its personnel: 

Leonard Rusby of Group insurance; 
K. E. V. Carlson and George Fisanick, 
of the actuarial staff and Bert L. Neff 
of coordination-electronic installations; 
have been appointed members of Metro- 
politan’s administrative personnel. 

Rexford W. McCurdy, has been ap- 
pointed assistant superintendent of 
agencies and assigned to Metropolitan's 
central territory. 





G. A. Buttner Winner of 
Pru. President’s Trophy 

George A. Buttner, of The Prudential’s 
Saul S. Vort agency, Newark, has been 
awarded the company’s President Trophy 
as its top brokerage manager in “all 
round accomplishment” for 1960. 

Mr. Buttner joined The Prudential as 
a clerk in a New York agency in 1935 
He has been with the Vort agency since 
it opened in 1952. 












No need for your commissions to stop coming 
in after the 10th year. 


But we don’t stop there. 


After the 10th year, brokers can get 
plans and 5 % on most A&S plans. (Our own agents 
can qualify for 5 % Lifetime Renewals on both life and A&S. ) 


You Keep Right On Collecting 


5% 


At Occidental we pay you the usual vested 
commissions on life plans through the 10th year, naturally. 


on nearly all life 


Simple to qualify, too. Only $500 in first year 
life premiums qualifies you for Lifetime Renewals 
on that year’s business. For A&S renewals, 

there’s no minimum, no production requirements. 


On both life and A&S these renewals can 
be yours—for a lifetime—as long as you are contracted 


and servicing the business. 


Easiest way we know to secure your financial future. 


Ask for the details. Soon. Still time to qualify for this year. 


OCCIDENTAL LIFE ansurance company of catitornia 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 






i t 
'NEW ADVANTAGES} 
1 FOR YOUR CLIENTS! 


Every broker sells service! You can 
be of greater service to your clients 
through: Retirement Income Bond 
(one illustration is all you need to be 
able to apply this to many clients): 
Executive Preferred Plan 

(cash values at end of first year); 
New Lower Rates for 
Term (all the usual 
safeguards, extra fea- 
tures). 


Your inquiries are 
always welcome. 
No obligation, of 
course, for infor- 
mation on this or 
any one of our 
complete range of 
plans. 


As close to you as your telephone 


Matt Jaffe Associates, Ltd. | 


431 FIFTH AVENUE,N.Y. © MU 4-5779 I 

General Agents i 
{ The Canada Life Assurance J 
{ Company, Toronto,Canada J 


NALU Area Conferences 
For State Ass’n Officers 


\ series of 12 


state life 


area conferences for 


ficers of underwriter associa- 








ms began in early March and will con- 
tinue in April under the auspices of The 
National Association Life Underwrit- 
ers 

Purpose Oo! these ‘onferences, Says R 
IL. MeMillon, chairman of NALU’s com- 
mittee on associations, is to bring to- 
gether key state association leaders for 
an informal exchange of ideas on asso- 
ciation leadership responsibilities and to 
help lay the groundwork for stat € asso 
ciation leadership conferences to be held 


during the months 

The conferences are an extension of 
the intensive program of leadership 
raining carried on by NALU’s field serv- 


summer 


ices department. They relate directly to 
improving communication and liaison be- 
tween NALU and its affiliated state as- 
sociations and more effective association 


management 


Mr. McMillon, who is manager for 
Business Men’s Assurance in Abilene and 
current NALU vice president, will con- 
duct four of the area conferences. NALU 
representatives will moderate the others. 


State Farm Life Changes 


Bloomington, Ill.—Richard F. Stockton 
and Thomas C. Morrill were elected to 
the board of directors of State Farm 
Life 

Mr. Stockton is vice president and 
treasurer of State Farm Mutual Auto- 
mobile Insurance Co., parent company 
of State Farm Life. and Mr. Morrill is 
vice president of State Farm Mutual 
Other management changes saw Marvin 
D. Bower replacing Robert C. Perry as 
first vice pr esident f the saute formed 
State Farm Assurance Co. Mr. Bower, 
who has been secretary of State Farm 
Life, also will serve as secretary in the 


remains first 


Farm Life 


new company. Mr. Perry 
vice president of Stat« 


Jack H Miller, 


senior vice president 
of State Farm Life, becomes secretary 
4% that company in addition to his 


present duties 


Chiefs of sg Cos. Have Busy 
Orientation Schedule in U.S. A. 


A number of outstanding executives 
of Japanese Life insurance companies 
are visiting the United States for the 
purpose of studying life insurance oper- 
ations here. 


They began their visit at offices of 
Institute of Life Insurance where they 
were welcomed by Holgar J. Johnson, 
president of the Institute. The first 
ee pn talk was made by Bruce E. 
Shepherd, executive vice president, Life 


Insurance Association of America, fol- 
lowed by a_ public relations address 
given by Blake tr Newton, executive vice 
president of the Institute. Arthur C 
Daniels was chairman of the meetings 
in Institute’s offices which lasted over a 
three day period 

Among those formal ad- 


who mi ide 


dresses, or were participants in discus- 
sions at the Institute were Virginia 
Holran, Donald F. Barnes, Chester C. 
Nash, Alfred Cranwill, Julius Kramer, 
Betty S. Martin, Robert M. Mory and 
Harlan B. Miller. A talk on marketing 
ot life insurance in the United States 
was given by Donald Bramley, CLU, di- 


rector of advertising and promotion of 
Life Insurance Agency Management As- 
sociation. Arthur C. Daniels, vice presi- 
dent of the Institute, and chairman of 
the meetings at the Institute, read a 
paper, “Orientation to Company Public 
Relations.” 

Visit N. Y. Life, and Met, Pru, LOMA, 

and State Ins. Dept. 

While in New York the visitors spent 
time at New York Life, Life Office 
Management Association, Metropolitan 
Life and State Insurance Department 
Speakers at New York Life were Ray- 
mond C. Johnson, vice president in 
charge of marketing; and John H. K 


Don Connell’s s New Post 

Donald S. Connell has been elected 
assistant vice president of Allstate In 
surance Co. He is the company’s sales 
director of life insurance and_ health 
insurance for Allstate. Mr. Connell joined 
\llstate’s sales department in January, 
1960 after being a director of ayencies 
for Aetna Life. An alumnus of Hanlton 
College he majored in economics and 
political science 


some 


Pacific Mutual Leader 
Pacific Mutual’s San F 
eceived that company’s hi 

President T. S. Burnett awarded . the 
Presidential see Presentation came 
at a special banquet to officially recognize 
= be Mutual's 


rancisco agency 
ghest honor as 


as Pacific 
| 


the agency's 


most outstanding across the country in 
the job of agency building during 1960 

Roy H. Olberg, CLU agency manager, 
accepted the trophy for his staff. Also at 
the banquet from the Los Angeles-based 
company’s — office were Joseph F 
Tudo CLU, agency vice president, and 
Charles E «penn superintendent of 
agencies 


Mutual agen- 
San Francisco 


Leading all other Pacific 
cies in the nation, the 


operation earned its award for profes- 
sional education accomplishments of 
agents, service to policyowners, and in- 


creases in personnel. Other offices to win 

Siviek mal recognition in the annual com- 
petition were Portland, Sacramento, and 
Downey, Cal. 


LOMA Automation Forum 


An Automation Forum, the second to 
be sponsored by the Life Office Manage- 
ment Association in the past three years, 
will be held in Chicago at The Drake, 
March 19-21, 1962. 

\ program for the meeting will be 
developed by the Life Office Automation 
Committee, Arthur A. Wheeler, manager, 
Electronics Research, New York Life, 
chairman. 


Abbott, director of public relations. At 
Metropolitan \lexander Hutchinson, vice 
president, discussed selection and train- 
ing of agents. At LOMA Ray A. Mac- 
Donald, managing director, explained ac- 
tivities of his association 

During a visit to The 
Newark the Japanese 
Valentine Howell, executive vice presi- 
dent; and William Ingram, vice presi- 
dent. At New York State Insurance De- 
partment Superintendent Thomas Thach- 
er welcomed the visitors, and William 
Mizelle, administrative assistant de- 
scribed legislation and insurance super 
vision in this state. 

Other Visits Scheduled 


Prudential in 
heard talks by 


On March 23 visitors arrived in Bos- 
ton where they were adc lressed by Frank 
B. Maher, senior vice president, and 
Morgan H. O. Plaummer, Jr., commun- 
ity relations coordinator of John Han- 
cock. One topic discussed there was 
“merchandising, sales promotion and 
agency compensation.” 

Further stops on itinerary this month 
of the Japanese companies are State 
Mutual Life, Worcester, Mass., Connec- 
ticut General and Life Agency Manage- 


ment Association, Hartford; American 
Life Convention, American Service Bu- 
reau and Washington National Life, Chi- 


cago. 


April visits scheduled are those to 
American College of Life Underwriters 
and Waaceae School, Philadelphia; 
Monumental Life, Baltimore, and these 
visits in W ashington : District Director 
of Internal Revenue, National Associa- 
tion of Life Underwriters, Life Under- 
writer Training Council, Washington di- 


vision, Institute of 
International Center. 


Life Insurance, and 
Photo on Page 18. 


Ga. International Life’ . 
New Ordinary Life Plan 


Georgia International Life 
ing its new executive special Ordinary 
life insurance plan which is designed to 
appeal in particular to the business insur- 


is introduc- 


ance market. This plan has a low pre- 
mium for non-participating whole life 
insurance, according to Wylie Craig, vice 


president. Premium rates are extremely 
competitive at the juvenile ages and will 
provide a means for people in a higher 
income bracket to build a considerable 
permanent insurance program for their 


children at a reasonable cost. 

The policy has a $25,000 minimum 
amount limitation, The commission 
schedule is very attractive and all re 


newal commissions are vested. The plan 
will be offered at substandard levels and 


is not subject to preferred risk under- 
writing. 
The wide range of additional benefits 


offered by Georgia International includ- 
ing decreasing Term benefits and de- 
pendents insurance may be added to this 
new plan to provide a tailor-made pro- 
gram for any insurance need 


New Occidental Agency 

Occidental Life of California has estab- 
lished a new general agency and broker- 
age office in San Francisco under General 
Agent, Maurice E. Mitchell, CLU, who 
recently was transferred from Colorado 
Springs 


In 1950 Mr. Mitchell joined Occidental 


and established their Dayton, QO. general 
agency, then moved to Color ado Springs 
in 1955 and established Occidental’s 


general agency there. He had entered the 
business as a special agent with Lincoln 
National in 1947, 

His insurance industry career has been 
marked by many honors including all 
three of the highest sales honors, 
Chartered Life Underwriter degree, life 
membership in the Million Dollar Round 
Table, and the National Quality Award 
for nine years. 











MORLEY Personnel 
Associates, Inc. 
150 Broadway, New York 38, N. Y. 


Top Life Administrator $25,000 
Pension Actuary hvy exp NYC to $20,000 
Multiple lines underwriter to $15,000 
Life Training Director $15,000 
Life Agcy. Mgrs., No. Car., Minn OPEN 
Actuary, Associate or Near to $15,000 
A & H Travel Accident Man to $12,000 
A & H Executive reloc CH! $ OPEN 


Personal and Confidential Service — 


ARTHUR A. KINSMAN and 
RALPH W. CHARDAVOYNE, 
Insurance Consultants 


Write or Phone—WOrth 4-7000 








KONIKOW WINS TOP HONOR 


Monarch Life General Agent in N. Y. to 
Receive President’s Cup for 1960 
Excellence of Performance 

Gershen Konikow, 
for Monarch 


_CLU, general agent 
Life “in downtown New 


York, will receive the company’s highest 
award — the President’s Cup — for his 
agency’s all-round excellence of perform- 





GERSHEN KONIKOW 


ance in 1900. The cup will be presented 
at a banquet at the St. Regis Hotel, 
N. Y., on April 8. 

This marks the first time in Monarch’s 
history that any man has won. this 
award both as a field underwriter and as 


a general agent. Mr. Konikow _ first 
gained highest honors as a field under- 
writer in 1957, when he set four new 


company records for personal production 
\s Monarch’s No. 1 general agent, he 
will head the company’s 1951 advisory 
council, meeting in San Juan, Puerto 
Rico, M; arch 20-22. 
His Manhattan 


agency placed fourth 
among the i 


company’s leading producers 
oi H. & A. insurance and eighth in life 
insurance sales for 1960. Mr. Konikow 
was awarded a President's Club pin for 
outstanding work throughout the vear 
and for leading his men to new heights 
of achievement. 

Seven field underwriters working out 


of Mr. Konikow’s offices at 165 Broad- 
way, also won President’s Club honors 
in competition with more than 1,000 


Monarch representatives countrywide, 


Great-W est Appointments 


The Great-West Life has appointed 
Barry M. Friedman a supervisor at St. 
Louis and Richard L. Francis a super- 


visor at Houston. 
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Quillan, MacKinnon Prudential V.P.’s 


Elections of Francis S. Quillan as a a second vice president and placed in 


president of The Prudential and 


MacKinnon 


yice 
Kenneth as a second vice 
president were announced by Louis R. 


Menagh, president. 


FRANCIS S. QUILLAN 

Mr. Quillan will head the company’s 
general office adminis:ration, claim, debit 
policy, and Ordinary policy departments. 
P to this election, he was a second 


vice president in the general office ad- 
inistration department. 


Mr. Mackinnon, who had been exec 1- 


CeO Ss 


KENNETH MackINNON 
live director of personnel, will assume 
Mr. Quillan’s previous position, 

Mr. Quillan joined The Prudential in 
1933 to do actuarial work, following his 
University, 
summa cum laude, Phi Beta Kappa, and 
Sigma Xi. Subsequently, he was trans- 
ferred to the comptroller’s department, 
where he became general manager in 
1947. The following year he was elected 


graduation from Brown 


Nashua General Ag>nt 

United States Life has appointed John 
W. Latvis general agent at Nashua, 
N. H., it is announced by Kenneth J. 
Ludw.g, eastern regional superintendent 
of agencies. The new general agent heads 
the John W. Latvis Agency, a general 
lines agency. 


charge of the Ordinary policy and debit 
policy departments. He was assigned 
to general office administration in 1951. 

Mr. MacKinnon joined The Prudential 
in 1929. He advanced steadily in auditing, 
cost analysis, and allocation work, and 
was named an assistant general manager 
in comptroller’s in 1948. He became di- 
rector of personnel in 1952, and executive 
director in 1956. 


25% Stock Split Planned 
By Business Men’s Assur. 


Business Men’s Assurance of Kansas 
City will hold a special meeting of stock- 
holders April 7 to vote on a proposed 
25% stock split by increasing the capital 
from $8,000,000 to $10,000,000, 


Group Vice President 
Clifford K. Ackerson has been made 
vice president in charge of Group in- 
surance for Sovereign States Insurance 
Co. of Nashville. 
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OCCIDENTAL ASS’T MANAGER 
Ernest Freund has been appointed as 
New 


of Occidental Life of Cal 


sistant manager in the Orleans 


branch office 
fornia 

Mr. Freund joined Occidenta 
agent in New 
1959. that, he had been 


agent of another company seven years 


the Orleans 


Prior to 


Born in Germany, Mr. Freund received 
his education in New Orleans and served 
in the National Guard eight years 


...for BIGGER EARNINGS 





You'll find REPUBLIC NATIONAL LIFE 


“The GO Company” 


is a great place to hang it — and youll 


never have to take it off to anyone when 


it comes to the modern and .complete 


services you can Offer. 


REPUBLIC NATIONAL LIFE 2socwce Comoany onus vs 


a 
HOSPITALIZATION °@ 


ACCIDENT e 


SICKNESS e 
PENSION e 


BROKERAGE e 


MEDICAL AND SURGICAL REIMBURSEMENT » 


GROUP 


COMPLETE REINSURANCE FACILITIES 
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LAA Eastern Round Table Features 


“Selling Security”; Johnson Keynoter 


Emphasis at Opening Session on Mutual Funds, Recreation, 


Bank Services, Stocks; Szabo, Fitting, Mapel, 


Busch 


And Bonnie Pruden Speak 
By Wat tace L. Ciapp 


over 125 ad 
directors 


With an attendance of 
managers and sales promotion 
of life insurance companies, the 1961 
Eastern Round Table meeting of the Life 
Advertisers Association was successfully 
staged in Savoy-Hilton Hotel, New York 
on March 16-17. Overall theme of the 
meeting was “Selling Security,” the key- 
note which was sounded by Chairman 
Douglas W. Johnson, Mutual Benefit 


Life, in his welcoming words at the first 
session. Henry Lloyd, Equitable Life 
Society, ERT’s vice chairman, presided. 

Five speakers, well known in_ their 


respective fields, stimulated the thinking 
of LAA people during the morning of 
March 16. Leading off was Ralph Szabo, 
CLU, of the Solomon Huber Agency, 
Mutual Benefit Life, New York. He 
life and qualifying member of the Million 
Dollar Round Table. Featuring “Selling 
Security Through Estate Planning.” Mr 

Szabo explained that estate planning in 
integration of all 


is a 


its broad sense “is the 


the assets a man owns and it is 
important that the various instruments 
of disposition, such as wills, trusts in- 


business agreements and life 
settlement agreements be co- 


dentures, 
insurance 
ordinated.” 

Mr. Szabo said that in an initial inter- 
view with a new client he generally in- 
troduces Form 706—the estate tax return. 
He brought out that nine out of ten well- 
to-do business and professional men are 
not acquainted with this form, vet the 
estate tax implications may be sub- 
stantial. 

our Phases of Estate Planning 

The speaker then explained that estate 
planning in the Solomon Huber agency 
consists of the following four phases: 
(1) an information taking interview; (2) 
a solution in which the client’s problems, 
assets and objectives are reviewed with 
recommendations for improvement; (3) 
the follow-through service such as writ- 
ing to companies, consulting with a 
client’s attorney so as to bring wills and 
business agreements up to date, and con- 
ferences with his accountant and/or trust 
officer when required; (4) the periodic 


review of the client’s program, con- 
sidered mandatory by Mr. Szabo who 
stated that he offers his clients a life- 


time of follow-up service 

\ feature of his personalized service 
is the preparation of a property record 
book which serves the two-fold purpose 
of (1) reducing all the legal terminology 
of the client's life policies to every day 
English and (2) a comprehens ive provi- 
sion for inclusion of all other general 
property so that the client has a complete 
estate inventory and picture 

Mr. Szabo told his LAA audience that 


he cannot do all this work without an 
extra charge. He makes the same com- 
mission as — agents in New York 


delivery of 
~harged a fee 


but his work begins with the 
the policy. “Obviously, if I « 
of $250 to do my w ork (outlined above) 
regardless of whether the man bought 
life insurance or not, he would have 
a considerable bargain,” said the speaker 
He will tell his client that “I will forego 
this monetary charge if you make two or 
three appointments for me with friends 
yf associates who can similarly benefit 
I stress that I’m interested in appoint- 
ments only, not mere names Invariably 
the client agrees to do so. . 
John Fitting on Mutual Funds 

Second speaker was John Fitting. Jr., 
vice president of The Dreyfus Corp., 
New York, who presented a closeup view 
of mutual funds as an investment. He 
emphasized that the Drevfus mutual 
fund plan is not competitive with life 
insurance. “We have no direct sales 


cannot conduct sales contests 
or offer prizes.” Through the Dreyfus 
Corp., distributor of the Dreyfus Funds, 
Inc., advertising is placed in newspapers, 
Sunday magazine supplements and on 
television, and such advertising is of an 
institutional nature. 

The speaker told 
Corp. prospectus, 


ic ree; we 


about the Dreyfus 
which must be ap- 
proved by the SEC. It is carefully 
prepared, contains no double talk. “We 
lean over backwards to impress people 
with our sincerity of purpose. We deal 
in simple, straight-forward language. 
Material is prepared by a good, creative 
ad agency. We are rather limited by 
Federal regulation, hence, no extravagant 
promises,” he declared. 

The Dreyfus Fund trademark, a lion, 
appears on all advertising and promo- 
tional literature. Heavy reliance on ad- 
vertising, Mr. Fitting said, has paid off. 
“However, we use no coupons and have 
no returns cards. Our TV programs, 
channeled in New York, Miami, Los 
Angeles and Boston have proved effec- 
tive. We feel that we have a good record 
to advertise.” 

Bonnie Pruden on Value of Exercise 

As an innovation on LAA’s program 
Bonnie Pruden, director of the Institute 
for Physical Fitness, New York, the third 
speaker, gave her audience a “work-out” 
talk on the value of exercise and art 
of relaxation. Attractively svelte, Miss 
Pruden was an eye-filling example of 
the value of systematic exercise. She 
said that one of the prob lems in today’s 
rush and bustle is that “we do not have 
the opportunity to relieve our tensions 
by immediate exercise or physical exer- 
tion.” One of her recommendations was 
to emulate former President Harry Tru- 
man’s example and do as much walking 
at a brisk pace as possible. Another sug- 
gestion was to walk up and down stairs 
rather than habitually using elevators 
or moving stairways. 


E. B. Mapel Features Chase Manhattan 
Bank’s Advertising to Public 


\ closeup of the effective use of ad- 
vertising by New York City’s largest 
hbank—the Chase Manhattan of New 
York—to create a favorable public image 
was presented by Eugene B. Mapel, a 


vice president of this bank. He s‘ated 
that commercial banking was one of the 
Chase Manhattan’s most competitive ac- 


tivities. Its investment in advertising in 
all media is now in excess of $3,000,000. 

Mr ore stressed the attention given 
by the Chase Manhattan to its corporate 
customers as well as to its individual 
(or retail) depositors. The emphasis, he 
said, is placed on speed, convenience and 
friendliness. “We examine every activity 
of our banking operation and imbue 
our employes with a keen desire to “sell” 
the bank. 

One of the bank’s objectives in its 
advertising program, he pointed out, is 
to find or create a “plus” for every 
banking activity, either in fact or in ap- 
pearance. “The goal is to improve what 
we are already doing. The image to be 
created in the public’s mind is that Chase 
Manhattan is a leader in the banking 
field. It is well known that people like to 
do business with a leader.” 

In this connection, the speaker said 
that the bank’s savings department busi- 
ness was sizably increased as a result of 
the emphasis in advertising on the fact 
that “interest is paid from date of 
deposit to date of withdrawal.” 

Mr. Mapel also told about Chase Man- 
hattan’s new symbol and what prompted 
the change. 

Final speaker of the 


first morning's 
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session was Gilbert E. Busch, vice pres- 
ident and director of Albert) Frank- 
Guenther Law, Inc., large New York ad- 
vertising agency. The “meat” of his 
message was a description of the Total 
Corporate Impact which his agency, by 
means of a one “sell” package, brings 
together the various aspects needed for 
a balanced advertising program. He put 
emphasis on the point that “institutional 
and financial advertising” as part of an 
over-all campaign can and will return 
definitive dollars and cents results. 

In achieving the objective set up by its 


Total Corporate Impact philosophy, 
Albert Frank-Guenther Law offers its 
clients a complete financial public rela- 
tions program, one which will use all the 


techniques of communication—merchan- 
dising, paid space, etc. Basic objective 
of this program, the speaker explained, is 
directed at keeping the financial com- 
munity fully and completely informed of 
a corporation’s story. Mr. Busch told the 
LAA why this is so necessary today in a 
period when companies must sell their 
corporate personalities as aggressively as 
they merchandise their products or serv- 
ices. He pointed out: 

“The time has long since passed when 
management of a corporation can afford 
to look at corporate promotion in the 
financial public relations sense as either 
useless, or at best an innocuous form of 
self-admiration. 

“Here’s another fact to face. Owner- 
ship of stock has broadened immensely. 
Many millions of people now own shares 
Many more could afford to own some 
stock. Obviously, a declining percentage 
of investors are professionals. So just 
telling a corporate story is not enough 
It must be told in a personalized way for 
each corporate entity has its own per- 
sonality. It must be told in simple, di- 
rect, dramatic and convincing terms. It 
must be told through every appropriate 
channel and medium. In other words, 





NEED A SUPERVISOR? 


Experienced estate planner and bro- 
kerage supervisor wishes connection 
with live-wire agency with management 
future. Large persona! producer. Reply 
Box 2892, The Eastern Underwriter, 93 
Nassau Street, New York 38. 











we're talking about a complete program 
of corporate promotion expertly fitted to 
the company’s specific needs. 

“Such a program can do much more 
than simply ‘sell’ a ge oe! as repre- 
sented by its securities. Good corporate 
promotion can also: 

“1. Create better public understanding 
and gain acceptance by special interest 
groups. 


—_—_—X—J—<K—K_@—@—K—X—_—_—— es 
More LAA News Next Week 


The message brought to the Eastern 
Round Table by LAA President John J. 
Southland Life vice president, 
and a running story account of the three 
round table sessions conducted on ad- 
vertising, public relations and sales pro- 
motion, will run in our March 31 issue 
along with highspots of other addresses. 


Briggs, 


CN EEE EEE 

“2. Help a company get favorable fin- 
ancing terms. 

“3. Help —— stock distribution 

“4 Help sell company as a place to 
work (and this is another area where 
competition has really intensified). 

“5. It can help sell a company’s prod- 
ucts — because it’s only natural, when a 
choice is offered, to favor the products 
of those companies we like and in whose 
stock we have invested.” 

The afternoon address by 
Pomrock, Citadel Life president and 
Hasneah Insurance Co. director and 
manager, is reviewed on this page. 


Moshe B. 


Problems Faced in Europe by 
Life Cos. Discussed by Pomrock 


Speaking before the annual Eastern 
Round Table meeting of the Life Ad- 
vertisers Association in New York last 
week M. B. Pomrock, director and man- 
ager of the Hasneah Ins. Co., Israel and 
president, Citadel Life of New York, 


presented some of the problems which 


the life insurance industry in Europe 
faces. The major problem referred to 
by Mr. Pomrock was inflation and sec- 


ondly the fact that Europeans are not 
sufficiently insurance conscious. 

During World War 1, Mr. Pomrock 
said, constant inflation left its mark 
on the insurance field. “Both the policy- 
holder and the insurance company lost 
their money,” he continued, “due to 
prevailing circumstances and this problem 
has been troubling all those who engaged 
in insurance ever since. In consequence 
of this inflation, a number of difficult 
and new problems in the insurance field, 
which in their nature were fiscal-eco- 
nomic problems, such as: 

“(a) How to cover the administrative 
expenses which increased considerably 
due to the inflation and were very 
much out of proportion both with regard 
to the volume of business and to that 
portion of the loading estimated to cover 
such expenses. 


“(b) The expenses for collection of 
premiums increased tremendously and 
at times consumed nearly the whole 
premium. 


“(c) The constant depreciation in the 
real value of the sum assured in case 
of death and in the event of survival.” 

These problems have not been solved 
to this day, Mr. Pomrock said, by. if 
some partial solution was found, it was 
due to the aid of the state psrsin nk by 
issuing special laws to that effect and 
mly to a very small extent, as a result 
of the financial means in the vaults of 
insurance companies. While the insured 
public suffered severe losses, the insur- 
ance companies did not benefit thereby, 
since their reserves were not invested 
in linked securities, Naturally, the insur- 
ance companies were not at fault, since 
they were dictated by law to invest their 
funds in various securities, very often 
government securities (such as war loans) 
which in many cases did not even yield 
their nominal value in due course. In 
fact, those insurance funds were plainly 
wiped off. In such circumstances, the 
idea of life insurance was hampered to a 
great extent and the insured public lost 


confidence in life insurance and new 
business was at a standstill.” 
In Israel, Mr. Pomrock remarked, 


the insurance companies have been con- 

tronted with the problem of deprecia- 

tion of the intrinsic values of the sums 

insured in life insurance, which presented 

itself in a more acute form than in other 

countries, since Israel has undergone a 
(Continued on Page 
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Group Sales Asso. Director 





PETER I. ROESLER 


Massachusetts Mutual Life has ad- 
vanced Peter I. Roesler, formerly as- 
sistant director of Group sales to be 


associate director. He joined the com- 


pany in 1946 after distinguished war 
service. He is a graduate of Phillips 
\cademy at Andover and Yale Univer- 


sity. 


. 
Henry Fryling Now Counsel 
Henry Fryling has been promoted to 

counsel by The Prudential and assigned 

to its North Central home office, Min- 
neapolis. In his new position, Mr. Fry- 
ling will head the company’s legal ac- 
tivities in a seven-stz ate area. He replaces 

Paul B. Eagleton, wl ho has been trans- 

ferred to the company’s Newark, N. J., 

home office. 

Mr. Fryling joined The Prudential as 
an assistant resident attorney in 1946. He 
steadily to positions of greater re- 
sponsibility, and became an ee gen- 
eral solicitor in the home office in 1958. 
He is a graduate of Lehigh Geleorsay. 
and received his law degree from Rutgers 
University Law School. 


rose 


Annuity Purchase Opticn 


T. A. Bradshaw, president of Provident 
Mutual Life, has announced that the 
Annuity Purchase Option is now avail- 
able. 

This option is a supplementary agree- 
ment which permits the payee of the 
policy proceeds to purchase additional 
income under option 4 (life income with 
installment certain) if the policy proceeds 
are settled under that option. The ad- 
ditional income to be purchased may 
not exceed the amount necessary to in- 
crease the option 4 income to $10 per 
month for each $1,000 of insurance. The 
purchase price of the additional income 
is the amount required to provide that 
income at the rates for option 4 in the 
policy. The agreement is available with 
ordinary life, Protector and life full paid 
at 65 policies of at least $5,000. It is 
issued with both standard and _ special 
class policies issued at ages 15 to 55. 


Baltimore Life Increases 

Baltimore Life had a substantial in- 
crease of $25, 322,615 in insurance in force 
to a total of $447,579,443, it was reported 
by Henry E. Niles, president. Assets in- 
creased also to a new high of $77,190,271 
at the close of business last year. 
paid to living policy- 
holders $3.878,206 and to beneficiaries 
$1,761,978. Interest earned on invested 
assets was at the new high rate of 4.01% 
before income taxes and 3.37% after such 
provision. 


The company 


Pomrock Talk 


(Continued from Page 12) 
galloping inflation, which ceased in 1958. 
The Israel Treasury has adopted a linked 
system in granting medium and long 
term loans. This system prevails also in 
the Government’s other long-term invest- 
ments. 

“The Israel insurance companies came 
to the conclusion that if they plan to 
develop their respective life insurance 
branches, it is essential for them to 
provide the public with broader insur- 
ance cover which should include a 
guarantee in the event of depreciation 
of the Israel currency. The Israel insur- 
ance companies succeeded in introducing 
such a life insurance scheme only after 
they had reached an agreement with the 
Palestine Electric Corp., Ltd., to purchase 
the latter’s securities guaranteed by the 
State Treasury. The insurance companies 


agreed to purchase the debentures of 
the Pa. Electric Corp., which were 
especially issued for that purpose and 


which are, in accordance with the pre- 
vailing needs of the insurance companies, 
linked to the official Cost of Living 
Index or to the U. S. dollar. 

“Needless to mention that the interest 
earned on such securities is also linked 
to the respective form of linkage. The 
period of investment is in every case 
adapted to the period of insurance. In 
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the event that there should 
change in the official 
Index (which for insurance purposes 
is calculated twice annually), or in the 
official rate of the U. S. dollar, such 
a change is automatically reflected in 
the amounts of insurance, in the cash 
surrender values in the paid up policy 
on the one hand and in the future 
premium payments on the other hand 
Should a policy be loaded with a loan, 
such a loan and interest thereon are also 
linked accordingly. I have no doubt that 
if Israel had missed in the experiment to 
find a solution to the linkage problem 
in life insurance, the idea in Israel would 
generally have been obstructed.” 


occur a 
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NON-CAN DISABILITY INCOME for MEN 


CHECK THESE OUTSTANDING SALES FEATURES: 


@ All plans participating. . 
sary 
adjustable premium. 


. dividends begin policy’s 3rd anniver- 
. level premium to age 65. . 


. 65-70 modified coverage, 


@ ONLY TWO EXCLUSIONS - Policy does not cover disability 
(1) caused by war or (2) caused while in the military serving 
outside U. S. and Canada. 


@ Premium waived after four months of continuous disability 


(premium paid during this period refunded) . . 


. Waiver con- 


tinues during disability even beyond indemnity paying period. 


@ Non-House confining 


full benefits paid. 


@ No average earnings clause. 


@ incontestable after two years in force, excluding periods of 


disability. 


@ No probationary period. 


@ Accident clause reads “resulting from accidental bodily injuries” 
not “by accidental means”’. 


@ Flexible periods of disability . . 


periods. 


. wide range of elimination 


To learn how Planned Living and our Non-Can health coverage 
are teaming up to tell this powerful story, see your nearest State 


Mutual Agency. 


of. 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Guardian at Bridgeport 





AN 
FREDERICK D. GABEL 


The Guardian Life has 
surance Planners Inc. district agents for 
the company in Bridgeport, bringing to 
99 the number of Guardian agencies and 
district agencies throughout the country. 


appointed In- 


President of the corporation is Fred- 
erick D, Gabel. 
A native of White Plains, Mr. Gabel 


graduate of Duke University. He 
was admitted to the New York Bar the 
year of his graduation from the Fordham 
University School of Law—1940—and has 
also qualified to practice before the U.S 
Supreme Court. He is a nephew of for- 
mer Guardian president and board chair- 
man Carl T. Heye, who died in 1946 after 
more than fifty years of service 
with the company. 

Mr. Gabel is 
League and Downtown 
New York City and of the 
Country Club in South Salem, 


is a 


active 


a member of Union 
Athletic Clubs in 
Waccabuc 
N. Y 


Falls V.P. and General Mgr. 
Fidelity Interstate Life 


The Fidelity Int erst ate Life of Phila- 
delphia has mz > the following changes: 

Edward J. Falls, formerly assistant 
to the president of Fidelity Interstate 
and of Beneficial Standard Life of Los 
Angeles, has been elected vice president and 
manager and also a director of the board; 
William C. Lloyd, Jr., formerly secretary, 
now vice president; William E. Shap- 
cott, treasurer, was elected also to _ 
office of secretary; John I. Barring 
was elected assistant secretary and P aa 
kK. Atkins, assistant treasurer. 








ASS’T REGIONAL SUPERVISOR 


Edward J. Kulik, mortgage loan analyst 
of the Detroit mortgage loan office of 
Massachusetts Mutual Life, has been ap- 
pointed assistant regional supervisor in 
that office. A native of Hartford, Mr. Ku- 
lik is a ayn of Hartford Public High 

School and the University of Connecticut 
where he majored in finance. 
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Berkshire General Agents Association Elects 








Left to right—Jack C. Harper, Henry Weiss, Henry Marshall, Joseph L. Speyer 
and Herbert Frankford. 


Henry Marsh all, CLU, general agent Other officers elected were Joseph L. 
> | hire in eo 1-] Y . a6 . - ° . ° 
C Be rksnire Li © m Br oKlyn, wa Speyer, CLU, Boston, vice president; 
lected preside f his company’s Gen- ros . : . . 
eet. Soa ale ie Henry Weiss, CLU, Miami, secretary- 
eral Agents’ Association at a recent meet- . ; : 
§ Berkshire Life’s field manage- treasurer; executive committee members 
ment at e company’s Pittsfield, Mass., Jack (¢ Harper, CLU, Wichita and 
( ( Herbert Frankford, New York 


Southland Life Promotes Five Officers 


e 53rd annual meeting of Sout! Planning Commission and active partici- 
vas held last week with Chair- pation in fund raising drives for the 
Via ae ' Red Cross, Community Chest, Junior 
e Board, Ben H. Carpenter, : 2 
, Re : : : \chievement, Baylor Hospital, and the 
ling. [wo new directors were elected Young Men’s Christian Association 


Dan C. Wil- Mr 


Jordan has been with the c ompany 





Member, N. Y. C. Insurance Agent's Ass'n. 


WEGHORN 
IS GOOD 
FOR LIFE 


Representing 
“Canada Life’’ 


13%2% 2nd year commissions 





North Central Life Elects 


Four to Executive Posts 
executives of North Central Life 
have been elected officers of the St 
based insurance 
Sanborn, 


Four 
. Paul- 
Theodore 4 
announced. 

Leonard T 


company, 
president, 
The four are ’. Heinen, con- 
troller of the company, elected vice pres 
ident and secretary; Herbert D. Allers, 
actuary, named vice president; John W. 
Wagner, manager of claims and selec- 
tion, elected assistant vice president; 
and Richard J. O’Brien, North Central 
Life attorney, named assistant secretary. 


Mr 


Heinen joined the firm as agency 


secretary in 1954, later becoming as- 
sistant to the president. 
Mr. Allers has been serving North 


Central in positions of actuary and treas- 
urer. He joined the company in 1958. 

Mr. O’Brien has been North Central's 
attorney and formerly was associated 
with the legal firm of Meagher, Geer, 
Markham and Anderson and with The 
Prudential. 

Mr. Wagner has been with the com- 
pany four years, first as claims manager 
and later manager of the claims and 
selection department. 
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Group Field Opportunity 


Continental Assurance Company is 
expanding its Group Sales staff and 
would like to hear from experienced 
Group Insurance Field Representatives 
interested in opportunities now open 
in its GROUP SALES AND SERVICE 
DIVISION. Please send resume cover- 
ing your Group Insurance field experi- 
ences, educational background, present 
salary and reason for desiring a change, 
te: Mr. Andrew M. Pane 

Group Divisional Manager 
CONTINENTAL ASSURANCE COMPANY 


76 William Street, New York 5, N. Y. 














Group Representative 
For Bankers of Iowa 





JOHN R. CLEARY 
John R. Cleary has assumed his new 
duties as Group representative in the 


Minneapolis Group office of Bankers Life 
of Des Moines. He will be associated with 
M. B. Moore, Group field manager, and 
Richard Rostvold, Group representative. 

Prior to joining Bankers Life, he had 
several years experience as a Group 
representative with a large eastern com- 
pany. Born in Elgin, Ill, he attended the 
University of Notre Dame and the Uni- 


versity of Connecticut. 
A veteran of World War II and the 
Korean War, he served in both the 


Navy and Coast Guard. 


Life Companies Oppose 
Direct VA Housing Loans 


Washington—Legislation to permit the 


Veterans Administration to make direct 
mortgage loans to World War II and 
Korean War Veterans was termed un- 
necessary in a statement submitted to 
the House Committee on Veterans Af- 
fairs by the American Life Convention 
and the Life Insurance Association of 
America. 

The ALC and LIAA pointed out that, 


contrary to the argument of supporters 
of the bill, residential mortgage financ- 
ing is and has been readily available to 
veterans on reason; ible terms. Therefore, 
they said, there is no necessity for 
enactment of the bill, which would permit 
the issuance of $1 billion of Treasury 
obligations to finance such a lending 
program during the next fiscal year, and 
$5 hundred million annually for the next 
three fiscal years. 

“At the present time there is a total 
of nearly $30 billion of VA-guaranteed 
home mortgage loans outstanding,” the 
associations stated. “Of this amount, $3 
billion are held by commercial banks, 
$9 billion by savings banks, $7 billion by 
life insurance companies, and $7.2 billion 
by savings and loan associations, with the 
remaining being held by individuals and 
various other types of lending institu- 
tions. These figures demonstrate the 
ready acceptability in the private market 
of VA-guaranteed home mortgage loans. 
Lending institutions have come to accept 
these obligations as highly satisfactory 
for their investment portfolios. Over the 
years the experience of lending institu- 
tions with VA home mortgages has been 
excellent.” 
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Agency 


Management 





Conference 





Hadley Sees College Contact Need 


Agency officers must be concerned 
about college students’ attitudes toward 
3en F. Hadley, CLU, vice 
president and director of agency admin- 
istration for Columbus Mutual Life, told 
the Agency 
Chicago last week. 

These students are the prospective 
employes and consumers for the life in- 
surance business. They must get the 


life insurance, 


Management Conference in 


Left to right: Dr. 


make these Fellowships available gener- 
ously, he said. 

Mr. Hadley, who was formerly chair- 
man of this Relations With U niversities 
Committee, turned to the importance of 
maintaining good relations with college 
placement officers. These are the men 
who directly influence the seniors and 
recent graduates in their choice of a 
career, he pointed out. He told of the 
series of conferences for placement of- 
ficers which are conducted on a regional 





S. Rains Wallace, LIAMA’s director of research who 


addressed the conference; Norman T. Carson, president of Central National Life; 


and Charles E. Sherer, vice president and director of agencies, 


Midland Mutual 


Life, who was elected chairman of the Conference for the coming year. 


correct picture of our business, he em- 


phasized. He said that this is being ac- 


complished to a degree by activities of 


LIAMA under 
Relations 


the direction of the As- 


sociation’s With Universities 
Committee. 
Mr. Hadley 


which this work is being 


discussed the areas in 
done by LIAMA. 


Contact with deans of business schools 


is one medium through which the As- 
sociation attempts to reach college 
students. Conferences for these deans 


are held during which the deans are given 
a comprehensive look at the things the 
which 
interest to them. At the 


life insurance business is doing 
might be of 
deans have the 


same time the oppor- 


tunity, he said to tell the company and 


institutional people present what the 
business can do to help them. He urged 
agency officers to become acquainted 
with the deans of business schools in 
their area and work with him on prob- 
lems of mutual interest. 

Teachers of insurance are important 
to 7 life insurance business, Mr. Hadley 
said. He suggested that the agency of- 
ficers make an effort to become ac- 
quainted with the insurance teachers and 
teachers of consumer courses in their 
area. The speaker then discussed the 
Summer Fellowship Program in which 

IAMA cooperates with the American 
Association of University Teachers of 
Insurance. Through this program insur- 
ance teachers spend from four to six 
weeks in the summer in an insurance 
company home office. The program, Mr 
Hadley said, enables the teacher to get 

closer look at the company operation 
and the problems involved. He can then 
bring back to his students a greater 
appreciation for and understanding of 
our business. LIAMA member companies 


but industry-wide basis. 
conferences, of 


He said at these 
which there have been 
four already, the representatives of the 
insurance companies tell about career 
opportunities in the business and some 
of the problems the companies have 
encountered in campus recruiting. Repre- 
sentatives of the placement officers group 
explain what is involved in campus re- 
cruiting and tell of some of the problems 
they have met with recruiting repre- 
sentatives of life insurance companies. 














Agency Managers 


These men are former Southwestern- 
ers, now believed to be somewhere in 
the North or East. They must have had 
previous experience in the life insur- 
ance field in the Southwest. They are 
now in field management or supervisory 
positions. 

These men want to return to the 





TENNESSEE LIFE INSURANCE COMPANY 
SUBSIDIARY OF TENNESSEE GAS TRANSMISSION COMPANY 


TENNESSEE BUILDING HOUSTON, TEXAS 





\ ame CRM Ri “ APE PUAN 


WANTE 


Sherer tii re 
Charles E. Sherer, CLU, vice presi- 


dent and director of agencies, a 
Mutual Life, was last week elected chair- 
man of the Agency Management Con- 
ference of the Life Agency Management 
\ssociation. He succeeds Ronald D. 
Rogers, CLU, vice president and director 
of agencies, North American Life of 
Chicago. The election took place dur- 
ing the three-day meeting in Chicago. 
Four sales executives were elected to 
three year terms on the Agency Man- 
agement Conference committee at this 
meeting: Arnold Berg, vice president 
and director of agencies, Indianapolis 
Life; John R. Carnochan, executive vice 
president, Union Mutual Life; Hollis L. 
Manly, Jr., vice president and director 
of agencies, C & I Life; and Warren 
M. Pace, senior vice president, Life of 
Virginia. Mr. Berg had served for one 
vear on the committee to fill an un- 
(Continued in Column 4) 
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om SERVICES, INC. 


"Specializes in Insurance” 


LOAN SUPERVISOR ..00000..ooooccceee $17,000 
Southeastern life co. needs top mortgage 
exec to handle four states. 


DIRECTOR OF AGENCIES.................. $15,000 
10 v= of solid ordinary experience & you can 
move into this national spot. You ass't supers 
would be the answer. 

REGIONAL SUPT AGENCIES............ $13,000 

"Chicago, Chicago’, that's the town & you 
have 8 states to supervise! 

POLICYHOLDER SERVICE ................ $12,000 
Endorsements, APL's, & gen'!l admin. if 
you've had good HO bkgd this med. HO in 
NYC wants to see you today! 

GROUP ADMINISTRATION .......... $10-12,000 
If you know your contracts, booklets, and all 
administration there are 2 spots in Midwest 
and 1 for N.J. 

PENSION SPECIALIST 





..-$8,000 


50 CHURCH STREET NEW YORK 7, N. Y. 
WOrth 4-8410 














Left to right: Bernard S. Lyon, regional agency vice president, Pan American 
Life, a member of the committee and moderator of the panel on methods of 
distribution at the conference; Burkett W. Huey, managing director of LIAMA 
who also addressed the meeting; and Ben F. Hadley, vice president and director 
of agency administration, Columbus Mutual, who spoke at the closing session of 


the meeting. 


“Full and frank discussion of each 
of these angles of approach have resulted 


a ————n es eae 










General Agents 


Southwest. They can do so and grow 
with a fast-moving company, Tennes- 
see Life Insurance Company of Houston. 
Personal resumé, qualifications and 
whereabouts of these men should be 
sent to 
Mr. Robert P. Hale, Vice President, 


the address below. 
sD 






in a great sense of progress for both 
placement officers and company repre- 
sentatives interested in college recruiting 


Much immediate good has been accom- 
plished and much long range good will 
undoubtedly come from the work already 
done. Even more important,” Mr. Hadley 
said, “we have learned from these con- 
ferences many things which to- 
ward improvements we in the life 
ance business must make in att 
methods, procedures and mater 
are to do an effective job of 
uur share of the college croy 
oO year.” 


point 





nsur- 





udes, 








Sherer Chairman 


(Continued from Column 3) 


expired term of a previous member wh 
had resigned. He was re-elected for 
full term this week 

are: C 


and M 


Retiring from the committe 
B. Barksdale. Protective Life 
K. Kenny, Excelsior Life 

Chairman Sherer entered the life in 
surance business with Midland Mutual 





in 1936 and was a general agent until 
1954. He then went to the home office 
as director of agencies and two years 


later was elected vice president and 
director of agencies and a directot of 
the company. He has been active in 
LIAMA activities, has been a member 
of the AMC committee, and is also cur- 
rently on the membership and quality 
business committees. 
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Awards Feature Conference 
Pre ation of the President’s Organ- P. Massad, C. Carlton Coffin, Jr., Frank 
phies was among the highlights Carlucci, Wayne B. Glasgow, Robert J. 
general agents conference of Cor O’Neil, Floyd A. Rosenfelt, Henry C. 
t Mutual Life t Hunken, Robert L. Mitchell, Jack O’Ban- 
recently non, Harold J. Ransom, W. G. Van der 
rds were 1 Voort, Sumner C. Weeks, DeWitt Jones, 

, ne I. Dimes Ir., Philip F. Howerton 

ae agen's Awards for outstanding work in con- 
5: P » F. How 1, Gn t€; serving insurance in force were presented 
Ralph H. Love, CLU. Hartford; Halsey to the following general agencies: Ralph 
D sephson, CLU, N Vv York ; WW illiam Love, Hartford; Herbert C. Remien, 
F. Branham, CLU. Oklahoma City; and Grand Rapids; Wallace C. Brunner, St. 
‘aul Kaul, Omaha Louis; Philip F. Howerton, Charlotte; 
rgal tion trophies, awarded W. Ray Moss, Louisville; Kenneth W. 
r outstanding agency devel- Tacobs, Milwaukee; Robert E. Valle, 


nent work, traditionally are objects of Kansas City; John C. Knipp, Jr., Phila- 











pie iscsi: 








e1 mpetition among Connecticut delphia; Stewart H. Welch, Jr.. Birming- 
Mutual general agents. The Howerton ham, and John R. Ballengee, Hunting- 
Braham agencies are this year’s first ton. This is the twentieth consecutive 
me winners year that Mr. Remien has won a con- Winners of Connecticut Mutual Life’s President’s Organization Trophy are 
More than 100 general agents and servation award. shown with Charles J. Zimmerman, president, (center.) They are Halsey D. Joseph- 
ny officials, many accompanied by Special recognition was paid to the son, CLU, New York; William E. Branham, CLU, Oklahoma City; Paul C. Kaul, 


j + 





i A i | C P 
Principal speakers included President the largest increases in paid volume dur- Charlotte 
Zimmerman, Edward B. Bates, vice pres- ing 1960 over 1959: Ralph H. Love, Hart- 
Raymond W. Simpkin, vice pres- ford; Melzar C. Jones, Los Angeles, . : 
f agencies Horace R. Frank Carlucci, Wilkes-Barre; Phillip Ray Simpkin Recounts Many 

1 FE Starr, assistant agenc F. Howerton, Charlotte and E. Keith 
fesidents; Robert B. Proctor and Sksfla, Des Moa. Improvements Over Decade 

Raymond W. Simpkin, vice president in 
| rencies, led off Connecticut 





| rt G. Walls, superintendents of agen 


. ! Agencies singled out for having shown 
es; and Dr. Davis W. Gregg, president . 


12 plus months during 1959 were James 





“harge oT <¢ 


e American College of Life Under A Griffin, Jr.. Baltimore: Wayne B. Mutual Life's general agents confer- 

rs Glasgow Nashville: Leo A Gansmiller ence with a review of the improvements 

anes ents participatis the Garden Citv. Robert J. O'Neil. Peoria: i" the company’s general agents’ and 
= pare ipe < ALN, it 4 ’ a, 


ng in th / 

Winslow S. Cobb, Michael and E. Keith Skalla, Des Moines oo = and benefits over the 
ast decade 

Among the major improvements in ben 
efits to general agents were increases in 
. . } - - e - - } e Py 7 
the retirement allowance, the adoption of 
Zimmerman Tells Basis of Growth Group life insurance, Group hospitaliza- 
tion and major medical. Mr. Simpkin 
also explained the many liberalizations in 


k Growing Aims and Pains” as_ everything.” the expense allowance 

: ' oat . I Tinnet Ae on ene 
S tof Con it Mutua President Growth Responsibility of All 
arles J. Zimmerman told the com- my +p sas ¢ 1 ’ 
, é ; , « ths The responsibility for the company’s 
S genere agents tnat growtn 158 1 1 “4 *44 . 
5 ae e growth, he said, rests not only with its 

C Cssda s n¢ 


eee officials, but also with its general agents 
“it you as i uals, 11 your agencies, “We must look within ourselves to find 
ir company 1S tO gt out how well we have measured up to 
our individual responsibility and our 
individual potential. Responsibility is al 
ways personal, and there is no freedom 





2 al é s from it.’ 
. rade SCUSS ere The growth of the Connecticut Mutual 
Mr. Zimmerman went on to say that and its agencies, he said, is somewhat 
e Connecticut Mutual growth philos lependent on the growth of the national 
: grow in excellence and economy. “Somewhat dependent, but not 
1 rather than to exceed, entirely,” he asserted. “There are com- 
ee] n the bounds of modera panies, agencies within companies, agents 
; f ever lose the desire for within agencies, that have grown far 

I] leed have lost (Continued on Page 17) 





Fluegelman, CLU, New York C 


Moines. Second row, 1. to r.: William 


San Antonio (retired G.A.); Daniel P 


Smith Tells Training Need 


Horace R. Smith, CLU, keynoted his 
speech at Connecticut Mutual Life’s 
general agents conference by stressing 
the necessity of organized training and 
ne Connecticut Mutual Life’s General Agents Advisory close supervision in developing success- 





New members of t 
Committee are (1. to r.) Philip F. Howerton, Charlotte; Robert J. O’Neil, CLU, ful and, conversely, preventing termina- 


Peoria; and Wayne B. Glasgow, Nashville. Center is Raymond W. Simpkin, vice tions. Mr. Smith is assistant agency 
president in charge of agencies. Other members of the committee are Michael P. vice president and head of Connecticut 
Massad, CLU, Dallas; DeWitt Jones, Jr., Denver; and C. Carlton Coffin, Jr., Mutual’s education and training division. 


CLU, Los Angeles. “In training men in prospecting, sell- 


Providence, third standing from left in 


-onference. following general agencies which posted Omaha; Mr. Zimmerman; Ralph H. Love, CLU, Hartford; and Philip F. Howerton, 


He went on to say that the upgrading 
of full-time agents in*both production 
and earnings is “most encouraging.” “The 
average commission income for full-time 
agents— first year, retired, leave of ab- 
sence and all others—has increased 57%; 
the commission income of our top 100 
agents has increased 75% over the last 
decade, and if you include renewals, it 
has increased 86%.” 

In closing, Mr. Simpkin stated again 
the theme of the meeting: despite help 
from management, the development of 
successful agencies depends finally on 
constant recruiting and thorough educa- 
tion and training. 





Connecticut Mutual general agents across the country hold leadership positions 
in their local General Agents and Managers Associations. They are pictured here 
with two CM general agents who are members of the board of directors of the 
General Agents and Managers Conference of NALU, Walter K. R. Holm, Jr., 
[ the first row. Next to him is David B. 

y, a past president of NALU. 
Kneeling: Charles H. Gibson, El Paso, (left) and Jack Caperton, Davenport. 
First row, l. to r.: Timothy B. Ingwersen, Albuquerque; Limon E. Stiles, Syracuse; 
Holmes and Fluegelman; Wallace C. Brunner, St. Louis; E. Keith Skalla, Des 


Cooper, St. Paul; G. Archie Helland, 


Hanson, Richmond; Jack Gannon, Seattle, 
and James A. Griffin, Jr.. CLU, Baltimore. 


ing, and self-management, we emphasize 
these points: (1) men must be shown 
the process, which means observation 
and joint field work; (2) men must be 
sold on the fact that the process is im- 
portant, vital and attainable; (3) men 
must be trained in the use of the process 
until they reach the skill level; and (4) 
men must be regularly observed in their 
use of these skills to make sure they 
are maintained at adequate levels for 
achievement. 
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President Zimmerman 


(Continued from Page 16) 


faster than the economy—and this will 
always be the case. 

“The economy holds great promise for 
the growth of life insurance, and particu- 
larly for Connecticut Mutual life insur- 
ance,” Mr. Zimmerman continued. “All 
signs point to a doubling of the middle 
income market—our market— in the next 
ten years. But this potential will be 
realized only if we are worthy of it, 
‘ndividually and as a group. 

“We must remember that growth and 
security cen come only from people. Too 
many Americans today seem to be look- 
ing to the government for their security, 
their better way of life. Too few of them 
realize that growth, security, can come 
only from the individual and what is 
within him. : 

“The purpose of life insurance is to 
help men provide a better life for them- 
selves and for those who follow them. 
As life insurance men, we must under- 
stand that purpose, and educate other 
people to understand and to embrace 
that purpose. 


Need Training 


“We must train men who understand 
the things that life insurance promotes; 
men who understand life, freedom, love, 
responsibility; men who are whole not 
only in competence but also in conscience. 
To develop such men, to help other 
people to be a little better, is your 
responsibility as general agents. 

“We must realize that turnover is 
always going to be with us,” Mr. Zim- 
merman concluded. “But it should be 
deeply disturbing only when it is because 
you as a general agent have failed, or if 
men fail because they have failed them- 
selves. 

“You have the opportunity as general 
agents to help each of your associates 
to be just a little bit better. to approach 
just a little bit nearer to his potential 
\s you do this, you will be helping vour- 
selves to be a lot better. Out of this 
personal growth—growth in responsibil- 
ity, growth toward potential—must in- 
evitably come the growth of your agen- 
cies and of our company.” 


Bates Gives Essentials 


Of Sales Leadership 


Edward B. Bates, vice president of 
Connecticut Mutual Life, set forth three 
basic steps to effective sales leadership 
in his talk to the annual general agents 
conference. 

“First. the general agent must be con- 
Stantly aware that sales leadership is one 
of his prime responsibilities. Second, he 
must so organize h‘s time that it is a 
priority, and third. h’s sales leadersh'p 
must extend all the way to his top pro 
ducer. 

“The general agen: must constantly 
remind himself that agency building—not 
agency administration—is his main job, 
and that time-consuming detail crowds 
out the more creative challenge of sales 
ninagement 

“One of the real opportunities in this 
area of sales leadership is the increasing- 
ly important function of market direc- 
tion. This is important for everyone in 
the agency, but it is particularly im- 
portant with the established men because 
after they have reached a_ reasonable 
performance level, there is a limit to 
what the general agent can provide in 
the area of sales assistance. Not infre- 
quently, the top men are better salesmen 
than he is, and because they know this, 
the general agent must look for other 
ways to provide leadership. With the 
growing competitive pressure for the 
public dollar, there will be a real pre- 
mium on the general agent who can pro- 
vide imagination and resourcesfulness in 
the areas of market direction. 

“Basic to market direction is market 
research, knowing the market. Just for 
example: There is a tremendous future 
potential in the policyowners buying the 
insurability agreement. The total insur- 





ability guaranteed for the future from 
last year’s Connecticut Mutual business 
amounts to just under 40% of the year’s 
paid-for business, which means that we 
have a foot in the door for the future on 
over $220 million of business. Then there 
is the market potential at older ages. 
Analysis shows that we sell as much 
business between the ages of 45 and @ 
as we do to people between the ages of 
0.and 25. And, of course, the makeup of 
our population is going to shift dra- 
matically in the next ten vears: there 
will be some 53% more people in the age 
20 to 25 group and only 3% more in the 
25 to 4 age group. 


Dr. Gregg On Education 

Dr. Davis W. Gregg, CLU, president 
of the American College of Life Un- 
derwriters, speaking at the general 
agents conference, stated that building 
individual men is the only way the 
agencies and companies can be certain 
of a prosperous future. 

“Education is your great ally in man- 
building. It is but 
total spectrum of manbuilding forces; 
but I would argue that it is the most 
fundamental of all. Further, it is one of 


one factor in the 


the factors 
control. 

“If I could but you of 
eternal truth about education, then the 


most susceptible to your 


convince 


time you have given men would have 
been spent wisely. This truth is that 
education treats men not as they are, 
but as they are capable of becoming 
“What does education offer to the 
responsible, mature life insurance man? 
Our experience, based upon the 75,000 
persons who have taken the American 
College courses, tells us that education 
gives him greater comprehension, greater 
conviction and greater confidence.” 
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We like BOW HIES at Northwestern Netronal 


e Yes, we like bow ties at N/W National Life. You see, a bow tie — and 
membership in the Bow Tie Club — is awarded our Field Managers when 
they achieve their assigned new manpower quotas for the year. Being a 
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National 
ife 


member of the Bow Tie Club is a mark of distinction at N/W National — 
and we congratulate each of our Field Managers pictured here who won 
membership in the club for 1960. 


N/W NATIONAL 


ife Insurance 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY ° 


for Living 


MINNEAPOLIS, MINNESOTA 
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RNED WITH FUTURE OF THE world. _ 
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VISIT 
see w hayes ute board room, are, 
deputy president, 


Tomotaro 
Japanese Ministry of Finance. 


ANITA LOUISE GIARDULLO 

award for the Outstand- 
tholic Youth in the United States 
of America for the year 1960 was pre- 
sented to Anita Louise Giardullo, whos« 
r, Leo Giardullo, is a district agent 
John Hancock in the Boston area. 
yenition of her con 
-ollege, her 


In Boston the 


fathe 
of the 

The award is in rec 
ribution: to her par 





‘ommuni r ar and to the 
youth of nati tribute to 
her dr | stamina, her obedience 

1 humilit her beautiful spiritual prac 
and humility, ner pbeaulilul spiritual prac 
tices, and her enthusiastic leadership 


Presented annually by the National 
Council of Catholic Youth and affiliated 
‘ tions, the award was presented 
St. Mary Star of The Sea Church, 
vast Boston, Mass., by Bishop Ernest 
J. Primeau of Manchester, N. H. The 








address at the presentation was made 
by Auxiliary Bishop of Resta’ Most 
Rev. Jeremiah F Mintkan The music 
was by the Emmanuel College cho 





Life insurance executives 
DY Holgar J. Johnson, president, 
executive vice president, Life 
Daihyaku Mutual Life; 
assistant 
Story on Page 10. 


Kaneko, 


assistant 


heading 
Institute 
Insurance 
left to right, 
Masao 
Kiyoshi Matsuki, deputy president, 
chief of the 





ROBERTSON MACKAY 


Robertson Mackay has been appointed 
property underwrit- 
Aetna Casualty 


secretary, 
ing department, by and 
Surety Company and Standard 
Hartford. Mr. Mackay joined the organ 
ization in 1950 upon his graduation from 
College He 
served as a fire 
at Newark and 

head of the 
operations in the Syracuse, N. Y. 
Mr. Mackay went to the 
1959 as superintendent of 


Fire in 


Hamilton subsequently 
insurance special agent 


Asbury Park, N. J., 


companies’ fire 


and 
insurance 
area, 
home office in 
underwriting 
in the multiple line division. 
* * * 

Milton I. Weiss, head of the 
Weiss 
N. Y., recently has 
1960 Minute Man of The Year Award for 
paid commissions by Patriot Life for 
whom he is the local general agent. This 
is the second year Mr. Weiss has re- 
ceived such honors. For 1959 he received 
two Patriot Annual Minute Man Awards 
for paid volume and premiums received. 
Mr. Weiss, who was born in Bingham- 
ton, N. Y., is a Rutgers University grad- 


Milton I. 


Insurance Agency at Syracuse, 


been awarded the 


uate. He opened his Patriot Agency in 
May 1959 and has been in the insurance 
business since 1932. 

* * * 

A. William Evans, director of admin- 
istrative training and recruitment at 
General American Life has been selected 
for the rank of captain in the United 


States Naval Reserve. Mr. Evans joined 
General American’s Group operation upon 
his graduation from college, and was on 
military leave of absence for both World 
War II and the Korean Emergency 
serving on Destroyers in the Atlantic 
and Pacific. He has commanded the St. 
Louis Surface Battalion and is immediate 
past state president of the Reserve Of- 
ficers Association 
* * * 


Timothy W. Foley of 
Estates, Manhasset, director of brokerage 
sales for State Mutual Life of America’s 
Hartt agency in New York, is celebrating 
his 40th anniversary with State Mutual 
this month. For many years one of the 
117-year-old company’s outstanding sales 
leaders, Mr. Foley is a past president of 
the Life Managers Association of Great- 

New York. He is a member of the 
Life Underwriters Association of New 
York and a member of the Speakers Bu- 
reau of the National Association of Life 
Underwriters. 


Munsey Park 
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Annual Meeting of Continental 
Insurance Co.’s Shareholders 
These are field days f 


for stockholders 
of large business institutions. Such share- 
holders turn out in large numbers at 
annual meetings and often bring with 
them a barrage of interrogation most of 
which is fired by men and women (large- 
ly men) who sincerely desire information 
and are not motivated by desire to em- 
barrass a company chairman or president 
as they generally are happy that they 
have made a good choice in selection of 
the company in which they are invest- 
ing. Occasionally, there are some ex- 
hibitionists. Almost invariably the head 
ot the corporation recognizes an inter- 
rogator with grace, patience and gen- 
erally with good nature, does all he can 
to satisfy the curiosity of the interroga- 
tor. 

At the annual meeting of shareholders 
of Continental Insurance Co. last week. 
Chairman J. Victor Herd encountered no 
questions of a truculent or belligerent 
nature. The question and answer period 
lasted two hours during which Mr. Herd 
gave direct answers without any effort 
to duck or detour any of them. 

At this meeting the company reported 
that the 1960 Hurricane Donna alone ad- 
versely affected the year’s results to the 
tune of $9 million. Although the general 
trend of equity prices as represented by 
various stock market indices was down- 
ward the market value of the Continen- 
tal’s security portfolio on December 3, 
1960, exceeded the comparable December 
31, 1959 figure. 

Questions asked Mr. Herd during the 
long grill and his answers included these: 

Should not all members of boards of di- 
rectors be elected at the same time instead 
of in classes at different intervals? 

Personally, | subscribe to the philoso- 
phy of election of directors by classes in 
order at all times to have a majority 
familiar on a continuity basis with what 
has gone before. As vacancies occur and 
replacements are elected the indoctrina- 
tion process by association and osmosis, 
in my opinion, makes for more effective 
direction. Nevertheless, we do not feel 
so strongly on the point as to take a 
“do or die” position. 

Do you care to make any comment with 
respect to net losses of your organization 
on the more recent airplane crashes; or 
about worldwide capacity for airplane 
coverage? 

The worldwide capacity 
coverage in all its aspects is being 
stretched to the limit. If this type of 
insurance is to remain within the com- 
petitive enterprise insurance system we 
must be able to withstand the occa- 
sional shock loss which inheres in the 
ever-increasing lumpy exposure pre- 
sented by larger and faster planes at- 
tending mushrooming popularity. It is 
all a matter of pricing adequately our 
product so as to have some hope for a 
reasonable underwriting profit over a 
credible period of volume. 


Will you tell amount of premiums re- 


for airplane 

















ceived annually for Air Accident policies 
where they have been received in quarters 
taken in by machines or at air terminal 
counters? 


While the Fidelity & Casualty will 
book approximately $6 million in pre- 
miums annually from quarter machines 
and counters at airports, we are pres- 
ently harassed by the high expense cost 
of handling such business. Our exposure 
on the Boston crash last October under 
these Air Accident policies was just un- 
der $1 million gross, of which our com- 
panies paid approximately $400,000 net 
after reinsurance. Our exposure under 
Air Accident policies in respect of the 
December 16 collision of two airliners 
over Staten Island was approximately 
$800,000 gross and $400,000 net. Our net 
exposure under Air Accident policies on 
the Sabena crash at Brussels during 
February was approximately $400,000. 


What is current situation as to America 
Fore Loyalty buying a life insurance com- 
pany and thus entering the life insurance 
field? 

We have no reservations regarding the 
inevitableness of our companies engag- 
ing in the business of life insurance. At 
the moment we cannot foretell which 
method will be adopted by us. As we see 
it, we have a choice of (1) revising the 
charter of one of our present subsidiaries 
to life insurance character; (2) acquisi- 
tion of a small life company for expan- 
sion into the present agency plant and 
facilities of the America Fore Loyalty 
Group companies; (3) acquisition of a 
comparatively major life insurance com- 
pany as an affiliated running mate but 
without attempting literally to merge 
the production facilities of the two, re- 
gardless of their corporate affiliation; 
or (4) a cooperative management ar- 
rangement with a present going concern 
but without an exchange of shares or 
other corporate financial ownership con- 
sideration. 


Have you adopted for the annual blank 
which the State Insurance Departments re- 
daieed from you every year giving the re- 
sults of the previous year’s operations some 
answers with new format? For instance, a 
new manner of presenting surplus or simi- 
lar items which have not heretofore ap- 
peared in that form in annual statements? 
There is little to be said on this point 
inasmuch as we are striving continually 
for the most effective presentation of 
our financial picture to our shareowners. 
While we feel that our 1960 report in- 
corporated practically all items of inter- 
est in this respect it is not improbable 
that by this time next year some new 
facets warranting inclusion in our 1961 
report will have presented themselves. 
We feel it is practically impossible to re- 
flect in an annual report to shareowners 
all of the pluses and minuses which go 
into a year’s operations when the final 
result as published is an admixture of 
underwriting income or loss, investment 
income, capital gains or losses, statutory 
reserve adjustments, and so on, and so 
on. All of the information could be as- 
sembled by anyone sophisticated enough 


to analyze the convention form of An- 
nual Statement, but where a group of 
associated companies practically under 
single public share ownership i is involved 
we must review the picture as a whole 
rather than company by company. 

Has the America Fore Loyalty Group 
made important innovations in its invest- 
ment — Would it be influenced, 
for instance, to sell such securities as Gen- 
eral Electric or Westinghouse because of 
adverse publicity given these corporations 
as a result of charges of price conspiracy 
made by Attorney General of the United 
States? 

Our investment pattern here which has 
been pursued rather persistently for over 
50 years, particularly as it applies to 
equities, ‘has been fund: umentally ortho- 
dox. In other words, we have maintained 
a reasonable diversification among basic 
industries with a shift in emphasis as a 
stake in any appears disproportionately 
high or low, with the foreseeable long- 
pull in mind. Specific illy, if General 
Electric is participating in the modern 
development of electronics and the like, 
and our stake is not top-heavy, we are 
inclined to ride through any squall or 
storm which might temporarily affect a 
company or even an industry. We have 
not felt that we have the versatility and 
alacrity to guess the direction in which 
the wind is going to blow from day to 
day and move in or out of investments 
accordingly. This is especially true when 
stakes in any company or industry are 
as large as ours where a major move 
could affect the market quotations, tem- 
porarily at least. 

What is company’s position in reference 
to bank ownership as a growth investment? 

The investment fraternity has not 
been prone to look upon bank stocks as 
a growth investment. Our experience in 
this category has disproven this to a 
considerable extent. A year ago our 
bank stock category consisted of 82% in 
New York Metropolitan area institu- 
tions. During the year we lightened this 
modestly and reinvested the proceeds in 

3oston, Atlanta, Dallas, Newark, Jersey 
City, Chicago, Los Angeles, San Fran- 
cisco, Portland, Seattle and Phoenix 
bank stocks. While this move was dic- 
tated to some extent by operating con- 
siderations, it also conformed to our 
basic policy of diversification within ma- 
jor categories. 


Have you any comments to make about 
electronic transition processes taking era 
in your home offices, and what are the 


significant bearings of such automation on 
the imsurance agency and the cost to the 
public of the insurance it buys? 

It presently appears that the more of 
the mechanical chores that companies 
are able to assume economically, thereby 
freeing up producers for production 
work, the better equipped will be the 
agency plant to do its job and the in- 
surer to handle the mechanics. The net 
result ought to be an ultimate reduction 
to the public in the premiums cost of 
“wholesale and retail” distribution. In 
general it appears to me that the Prop- 
erty and Casualty companies might be 
moving steadily toward the Life mer- 
chandising methods. . . . Our companies 
are presently ripeny closely on com- 
munications and data transmission elec- 
tronically. It appears that whatever we 
do will be obsolete by the time it is fin- 
ished and unless we decide upon a pat- 
tern and adopt it, for better or worse, 
we'll never get off dead-center. 

* a * 
New Chapter of Accountants 

The Northeastern Chapter of the In- 
surance Accounting and Statistical As- 
sociation has been formed by 40 com- 
panies. Officers elected: 

President—Burtt D. Dutcher, North 
American Reassurance; vice president— 
Irwin Grant, Public Service Mutual; 
secretary—Howard Watne, Postal Life; 
treasurer—Luke Hansell, The Prudential 
of Great Britain. 

Among chairmen and vice chairmen 
are George Holland, Union Labor Life; 
Robert A. Graseck, Constellation Insur- 
ance Co.; Hal Rosenfelder, i. S. Late: 
and Robert McMillan, Teachers Insur- 
ance and Annuity. 





Hartford Stag Bronze Statue by 
C. P. Jennewein 





The Hartford Stag, long 
millions of people as the 


familiar to 
trademark of 
The Hartford Insurance Group, is now 
being seen for the first time in three 
dimensions as a statue in the 
Hart- 


interna- 


bronze 
company’s home office rotunda in 


ford, Conn. C. Paul Jennewein, 


tionally famed s ees and president and 
Fellow of the National Sculpture Society, 
translated the previ steel engraving 


of the stag into statue form 
40 inches high and 
weighing 300 pounds, is mounted on a 
43-inch, 600-pound 
in its present location. 
Among Mr. Jennewein’s 
statues at the White House and 


The bronze statue, 


Belgian marble base 


Capitol 





in Washington, D. C., the inaugural 
medal of former President Tr uman, the 
Providence, R. 1, War Memorial and 
decorative panels on many buildings 


throughout the country. He has recently 
been commissioned to do several statue 
for the addition to the House fh 

Building in Washington and the 1 

» Woodrow Wilson for the new 
Memorial Bri Washington. 


* * 





Separating Howard Hughes from 
Operations of T.W.A. 


The article in March issue of Fortune 
about Howard Hughes and the activities 
of Metropolitan Life, E quit ible Life As- 
surance Society and some leading banks 
and investment houses attracted wide 
attention in the insurance field as well 
as in financial and airline spheres. It was 
based on Raymond M. Holliday, financial 
vice president of Hughes Tool Co. sign- 
ing a contract providing that “certain 
institutions’—including the insurance 
companies,— would lend Trans World 
Airlines approximately $165,000,000, thus 
the Hughes Tool Co’s controlling interest 
in T.W.A. would have a stable manage- 
ment. By this, it meant “that the mer- 
curial Howard Hughes, who remained 
the controlling stockholder of the tool 
company, would be separated from the 
operations of T.W.A.” 

Among other pictures of executives 
appearing in the Fortune ‘le was 
that of Harry C. Hagerty, vice chair- 
man of Metropolitan Life, described by 
Fortune “as ready to authorize a loan 
of $50 million if Hughes met some 
tough conditions.” Said Fortune: “Hughes 
delayed in accepting the offer and some 
of the other money-lenders looked as 
though they might waver on the terms 
But Hagerty was immovable, and even- 
tually the conditions were made tougher.” 

Executives in the insurance industry 
who know Mr. Hagerty were amused 
by Fortune’s description of him as “a 
man with a tin ear and a heart of stone.” 














March 24, 1961 

















America Fore Loyalty Group Top 


Management Changes Are Annnouced " 


Realignment of top level management 
he America Fore Loyalty Group com- 
nies was announced this week. J. Vic- 
Herd, who has been chairman and 
ef executive officer of America Fore 
panies, and wil was elected re- 


responsibilities for Loyal- 
was named to the 
position of chairman and 





I 
cently to simila 
ty (rroup com] 
newly 


anes, 


created 





1. VICTOR HERD 
Chairman and Chief Executive 
hief executive officer of the Yorkshire 
Seabx 1 companies of the group, thus 
bec v n chic executive 
ra es the organiza 


Fabian Bachrach 
GEORGE A. BOYD 


Executive Vice President 


Nicholas Dekker moved up from the 
presidency of America Fore companies 

become vice chairman of all com- 
panies of the group; and Nathan H 
Wentworth, who recently was named 
president of the Loyalty Group com- 
panies, was also elected president of all 


ther domestic companies of the group 





\ similar pattern was followed in the 
election of George A. Boyd as executive 
vice president across-the-board. Geoffrey 
Davey'’s duties as vice president and 
secretary, were extended to 
include group-wide responsibilities. 

\lan O. Robinson and Horace Cro- 
well, Jr., whose duties heretofore were 
limited to the Yorkshire-Seaboard com- 


corporate 





Fabian Bachrach 


NICHOLAS DEKKER 
Vice Chairman of Group 


panies, were named, respectively vice 
president and secretary of all domestic 
\merica Fore companies. It is contem- 
pated that they will be named shortly 
to the same titles for all domestic com 
panies of the group 

Mr. Wentworth will continue to func 
tion from Loyalty’s home office at New 


ark. All others are officed at America 
Fore’s home office building at 80 Maiden 
Lane, New York City 

The changes reflect earlier announce 
ments that there would be a gradual 
realignment of personnel to establish 
integrated management at all levels. It 


is expected that the latter phase of the 
program will be completed 
end of this year 


before the 









NATHAN H 
President of Domestic Cos. 


WENTWORTH 


Mr. Herd, an outstanding figure in the 
insurance world, is a director or trustec 
of several corporations among them 
being Union Carbide; IBM World Trade 
Corporation; American Telephone and 
Telegraph Company, of which he is also 
a member of the executive committee; 
Hanover Bank of which he is a member 


of the trust committee; The Bank for 
Savings in the City of New York; the 
Dominick Fund, Inc. and the Mutual 


Benefit Life Insurance Company of New- 
ark, N. 

He was president of the National 
Board of Fire Underwriters from 1954 
to 1956. He heiped in the organization 
of the War Damage Corporation during 
World War II and served as a_ vice 
president 


Mr. Herd is a trustee of the Commit 


tee for Economic Development and a 
member of the National Industrial Con 
ference Board and the National Fund 
for Medical Education. He is a truste< 


ot the Packer Collegiate Institute; the 
Brooklyn Institute of Arts and Sciences; 
a member of the governing committee of 
the Brooklyn Botanic Garden; the Beek- 
man-Downtown Hospital; New York 


Heart Association and the Downtown 
Lower Manhattan Association of which 
he is a member of the executive com- 


the Brooklyn 
He was recently 


mittee, and a member of 
Chamber of Commerce 


clected a director of the American Arbi 
tration Association 
Nicholas Dekker 
Mr. Dekker’s entire business career, 
which started in 1916, has been with 


America Fore companies and aftiliates 
In addition to directorates of companies 
and affiliations of America Fore Lovalty 
Group, Mr. Dekker is a director of the 
National State Bank of Newark, N. J.; 
and Underwriters Salvage Company of 
which he is a member of the executive 














Consultants 





best. 





PRITCHARD AND BAIRD 

REINSURANCE 
and 

Fully prepared through long experience to serve 


intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WOrth 4-1981 
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committee. He is board chairman of Na- 
tional Automobile Underwriters Associa 
tion. Mr. Dekker served in various ex 
ecutive capacities for the America Fore 
companies at Chicago and San Fran- 
cisco prior to becoming executive vice 
president in 1957, He became president 
of America Fore companies in Decem- 
ber, 1959 

In addition to his directorships of 
America Fore Loyalty Group companies, 
Mr. Wentworth is a director of the Fi- 
delity Union Trust Co. of Newark. He 
joined America Fore in 1953 at its home 

(Continued on Page 21) 












Cut 
paperwork, 
up profits 
by selling 


MORTGAGE 
SECURITY 
INSURANCE 


in volume 


OVW (== 


A single call to a single mortgage in- 
stitution can open the door for sales 
to every home owner it represents. 
The door-opener: Mortgage Security 
Insurance—a policy with outstanding 
advantages for the institution, its 
home mortgage customers, and you. 

Interested? Here’s how it works: 
The policy assures a home owner that 
if he is totally disabled and unable to 
work because of sickness or accident, 
his mortgage payments will be made 
for him after a short elimination 
period. It pays, in fact, for as long 
as 10 years if disability is the result 
of an accident, and 5 years if the 
result of sickness. 

Just what home owners—and mort- 
gage institutions — have requested. 
Contact with home owners is made by 
the mortgage institutions for you on 
mailers, enrollment cards and sug- 
gested form letters supplied by The 
Fund. The decision to enroll or not 
rests entirely with each home owner. 
No high-pressure! And operations, 
including billing and collecting, are 
streamlined for simplicity and low 
cost. 

And you can sell more when backed 
by The Fund of Experience. Full of 
vigor, built on strength, and fast to 
serve, The Fund knows how to help 
you grow. 

Start growing right now—by tying- 
in with the big, nation-wide push for 
Mortgage Security Insurance® sales. 
For complete information and promo- 
tional tips, write Disability Division, 
The Fund Insurances Companies, 3333 
California Street, San Francisco 20, 
California. 





* Available in most States, 





FIREMAN'S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 
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North America Reports 
1960 Income Largest 


PREMIUMS INCREASED OVER 7% 


Underwriting Profit $9,658,000 Pres. Die- 
mand States; Group Assets Reached 
$1,121,700,000 in 1960 
The year 1960 produced the largest 
aggregate income in the 169-year history 
if the Insurance Company of North 
\merica, stated John A. Diemand, presi- 
dent, in the company’s annual report 
to stockholders, agents, and employes. 

Underwriting and investment income 
came to $41,506,000 before, and $32,256,- 
(00 after Federal taxes. 

General results for the 

‘ombined premium writings amounting 
to $384.227.000. an increase over 1959 
of $26,389,000, or 7.4%, as detailed: 


year showed 


North America, pa pe ny an in- 
crease over 1959 of $8 765000. and In- 
demnity Ae ompanvy, * 165,073,000 an in- 
crease of $17,624,0 W). 

“a —- well to point out,” President 


Diemand stated in his message, “that the 
excellent increase of 11.95% in the pre- 
mium writings of the indemnity com- 
pany followed a year in which these 
writings were slightly curtailed because 
f underwriting refinements arising out 
f the problems of automobile insurance. 


“Insurance Company of North Amer- 
ica premiums written were less than 
anticipated, due largely to very severe 


rate competition. In the Homeowners 
field particularly, competing companies 
reduced premiums to levels which appear 
unwarranted. Almost certainly, many 
‘ompanies will show a loss on this busi- 
ness,” he added. 


Underwriting Profit of $9,658,000 


The increase in the combined un- 
earned premium reserve of the INA Com- 


panies was $16,423,000 and reserves for 
nesta incurred were $18,861,000 higher 
than at the end of 1959. The combined 


statutory underwriting profit was $9,658,- 
OO) as compared with $1,168,000. the 
previous year. 

Operating ratios showed the combined 
‘ompanies having a loss ratio on claims 
incurred to premiums earned of 58.9% in 


1960, against 60.07% in 1959, and an ex- 
pense ratio on expenses incurred to pre- 
miums written of 36.75% in 1960 and 
37.42% in 1959, The combined loss-ex- 
pense ratio was 95.73% last year and 
97.49% in 1959. 
Assets Increase 

Assets of the INA Companies, with 
securities carried at market’ values, 
amounted to $1,121,694,000, an increase 


of $57,604,000. Life Insurance Company 
of North America figures are not con- 
solidated in the company’s report. Stock 
of the Life Company is listed in the com- 
bined portfolios as an investment. 

Combined policyholder’s surplus (capi- 
tal voluntary reserves and stated sur- 
plus) amounted to $531,228,000 at Decem- 
ber 31, 1960, an increase of $17,432,000 
for the year. Both the asset and surplus 
figures constitute all time highs. 


Investment Results 


Almost $44,000,000 of new money was 
invested in 1960 and the market value 
of INA’s portfolio was $924,424,000 at 
December 31. As a result of the changes 
in stock and bond prices during 1960, 
the value of common stocks owned de- 
clined some $21,000,000, while preferred 
stocks appreciated by $3,000,000 and 
bonds by $21,000,000—producing an over- 
all appreciation of about $3,100,000 for 
the year. Net investment income earned 
by the INA Companies in 1960 was $31,- 
848,000, an increase of 9% over the 


previous year’s pre-tax investment in- 
come. 
America Fore Lo Loyalty 
(Continued from Page 20) 
office after 20 years with the American 


Foreign Insurance Association including 
service at its Paris, France, branch from 
1934 to 1941. He was elected executive 


JOHN A. 


Chairman 


DIEMAND 


(Continued from Page 1) 


slightly over $150,000,000, 
holders’ surplus of approximately $73,- 
000,000. During Mr. Diemand’s  presi- 
dency the companies have progressed to 
an asset position ne $1, 120,000,000 
and with policyholders’ surplus of $531,- 
000,COO at the 1960. 

In addition to his INA post, Mr. Die- 
mand is a director of Philadelphia Elec- 
tric Co., Central Penn National Bank, 
Philadelphia Savings Fund Society, and 
other well-known corporations, and he 
has been pier in the Philadelphia 
United Fund and many other civic enter- 
prises. He is a trustee of Temple Uni- 
versity and Abington Memorial Hospital, 
and president and director of trustees of 
the Estate of Stephen Girard, deceased. 
He holds honorary degrees conferred by 
six colleges and universities. Mr. Die- 
mand holds one of the high honors ac- 
corded in the insurance industry, install- 
ation in the Insurance Hall of Fame. 

Bradford Smith Career 

The newly-elected president, 
Smith, Jr., attended Haverford School 
and \Dartmouth College, joining the 
North America in 1929 following his de- 
cision to return from Canada where he 
was employed by a large general agency. 
Following company assignments in New- 
ark, N. J., and as manager of the Phila- 
delphia metropolitan department, he was 
clected assistant secretary in December, 
1936, and in September, 1940, he became 
fire secretary. 

In March, 1943, Mr. Smith was elected 
vice president, and in December, 1956, 
was promoted to executive vice president. 
Mr. Smith has played an important role 
in the Insurance Company of North 
America’s leadership in the insurance 
industry as evidenced by its independent 
development of multiple line package pol- 
icies. 


with p licy- 


ck se M9 


Bradford 


Among his outside affiliations are di- 
rectorships of Fidelity-Philadelphia Trust 
Co., Western Savings Fund Society, 
LT.E. Circuit Breaker Company, and 
Esterbrook Pen Company; also, Mr. 
Smith has ben active in civic work and 
is a trustee of the University Hospital 
and chairman of the board of directors 


vice president = Loyalty Group com- 
panies in July of 1958. 
Mr. Boyd has ovate head of America 


Fore’s investment department since 1928. 
He was elected executive vice president 
of America Fore companies in 1960. He 
is the biographer of Elias Boudinot, Rev- 
olutionary War patriot and statesman. 
He is a trustee of Skidmore College, a 
director of the Nypen Company, Inc., a 
member of the Insurance Federation of 
New York and Insurance Society of 


New York. 











BRADFORD SMITH JR. 
President 


The Haverford School, Haverford, Pa 
Mr. Diemand’s insurance career covers 


nearly 58 years and began when he was 
17 years old. As a boy, Mr. Diemand en- 
joyed 1 none of what today are known as 


soc al position, 


Philadelphia 


wealth, 
Born in 


“advantages” — 
higher education. 


January 19, 188, young Diemand was 
an orphan at six. For two years he 
lived at the home of a neighbor. Then 


founded by 
to provide a 
for the poor 


he entered Girard College, 
merchant Stephen Girard, 
home and basic education 
orphan boys. 

A typewriter salesman asked Diemand 
to demonstrate a typewriter to a pros- 
pective customer, the Philadelphia Cas- 
ualty Co. Armed with the stenography 
he had learned at Girard, the would-be 
engineer demonstrated his friend’s type- 
writer by rattling off several letters 
dictated by the head of the claims de- 
partment of the casualty company. 

Diemand’s chance contact with insur- 
ance was the turning point in his life. 
While demonstrating the typewriter, 
he became more and more interested in 
the subject matter of the correspondence. 


At the end of the demonstration, Die- 
mand asked the claims manager for a 
job. In reply the latter thrust a fresh 


crop of dictation at him and announced 
that his salary would be eight dollars 
a week. 
He was 
examiner. 


claims 
barely 
claims 

1910, 


promoted in 1907 to 
Three years later, 

24, he was named head of the 

department. In that same year, 
Fidelity and Deposit of Maryland ab- 
sorbed the Philadelphia Casualty and 
Mr. Diemand moved to Baltimore, re- 
taining his job as head of claims. 


For the next three years he built up 
his experience in surety and _ fidelity 
insurance, leaving Fidelity and Deposit 


in 1913 to take over the post of claims 
chief of Zurich General Accident and 
Liability, Swiss concern which had 
just entered the U. S. insurance field. 

Mr. Diemand’s rise with Zurich was 
rapid. In 1914 he became superintendent 
of agents in addition to head of the 
company’s claims department, and in 
1916 he organized the eastern seaboard 
into a separate department for Zurich 
and became its head. In 1921 he was 
named assistant manager for the United 
States. 

Mr. Diemand’s association with North 
Surety of New York as executive vice 
president. Two years later the Home 
Insurance Co. took over Southern Surety 
and Mr. Diemand assumed responsibility 
for operating both Southern Surety and 
a newly-launched addition to the Home 
Group, Home Indemnity. 

Mr. Diemand’s association with North 
America Companies dates from June 19, 
1933. In that year he accepted the post 
of executive vice president of Indemnity 
Company. 





Crawford President 
Of the Glens Falls 
MEAD NOW BOARD CHAIRMAN 
Jones Elected a Director; Clark Financial 
V. P.; Birdsall, VanDusen, Kno- 
block, Cantrell Secretaries 


George D. Me: ? was elected chairman 


of the board and chief executive officer 
of the Glens Falls Insurance Co. and 
Robert P. Crawford elected new presi- 


dent at the annual meeting in Glens Falls 


N. Y. Mr. Mead had been president of 
the Glens Falls since 1949, and since 
1943 had headed the Glens Falls Indemn- 
ity. He joined the group as an under- 
writer when the Glens Falls Indemnity 
was formed in 1927. 

President Crawford joined the Glens 
Falls in 1937, being special agent in cen 
tral New York and Newark, N. J., until 
1946. He was recalled to the home office 


and advanced to head the inland marine 
and auto departments. He became as- 
sistant secretary in 1949, secretary in 1951 
and vice president in 1955. In Temi, 
1957, Mr. Crawford was advanced in the 
executive line to assist President Mead. 
Morton T. Jones Director 

Morton T. Jones, 
City Fire & Marine formation 
in 1929, was elected a director of the 
Glens Falls, which company has acquired 
control of the Kansas City. He will con- 
tinue as president of the last-named in- 
surer. 

William T. Clark was promoted by the 
Glens Falls to financial vice president and 
secretary and Stephen T. Birdsall was ad- 
vanced to secretary from assistant sec- 
retary. Richard C. VanDusen, Edwin F 
Knoblock and Alan H. Cantrell also were 
named secretaries. Mr. VanDusen has 
been personnel director, Mr. Knoblock 
manager of the newly-created research 
and development department and Mr. 
Cantrell manager of the company’s multi- 
peril division 


Kansas 


president 
since its 


Barry, Johnson, White on 
Rating at EAC Meeting 


A seminar on the future of rate regu- 
lation will highlight the 13th ae meet- 
ing of Eastern Agents Conference, April 
16-18. in Philadelphia at the Sh eraton 
Hotel. The rate toe is being held in 
conjunction with the midye: ir meeting of 
the national board of state directors of 
the National Reuntiasida ot Sneuiaeden 
Agents, at which Porter Ellis, CPCU, 


Dallas, Texas, will preside 

The seminar on the present rate regu- 
lation controversy is schedaled for Tues- 
day afternoon, April 18, and three lead- 
ing personalities in the insurance indus- 
try will participate: John R sarry, 
president, Corroon and Reynolds Group; 
H. Clay Johnson, executive vice presi- 
dent, Royal-Globe Insurance Companies, 
and Morton V. V. White. chairman, 


NAIA special committee on Federal af- 
fairs. 

The opening session on Monday morn- 
ing, April 17, will be a combined meeting 
of the Eastern Agents Conference and 
the national board of state directors, with 
Arthur L. Schwab, Staten Island, N. Y., 
conference chairman, presiding. NAIA 
President Ellis will address this com- 
bined session, after which the national 
board will meet in a full-day session. 
The Eastern Agents Conference will 
also go into session at that time and 
will hear the report of Conference Com- 
mittee Chairman E. Stuart Windsor, and 
a talk by Frederic W. Doremus, as- 
sistant general manager, Inter-Regional 
Insurance Conference. 

On the lighter side, a tour of historical 
Philadelphia is scheduled for Monday 
afternoon. Also included in the registra- 
tion fee is a buffet and cocktail party on 
Sunday evening, and the banquet and 
entertainment on Tuesday evening. 
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CPCU Survey on How Insurance 


Can Improve College Recruitment 
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which the students were 
of the placement directors 





stating that few engineers 


were interested in this 














hel ost of those interested 
preter not t re ¢ ifined s ly tech 
nical WOrk 

In the past ye here have been mucl 
pro and con d as to the merits 

cruiting it rr insurance 

majors as opposed to libe arts majors 
We found uited 
trom 2] c) 
offered insurance courses in the propert 
ind casua insurance field. Of thos« 
three that en't recruited, two of the 
placement directors made comments 

One placement director, who rated the¢ 
ndustry hig] all categories exce pt sal 
ary levels and job security, which wer 
rated fair, state 1 that the school had 
eager and well trained students and that 
the school would welcome recruiters with 


open arms. The other college placement 
director had recommended property and 
casualty insurance as a career in the past 
but since the companies responded poor- 
ly, he does not recommend this field as 
a career at the present. Of the 51 col- 
that did not offer any insurance 
courses our industry recruited from 37 
colleges (73%) 


leges 


Placement Directors’ Comments 


Some of the placement directors, who 
answered “yes” on provision for fire and 
casualty courses, made specific comments 
as follows: 

1. “I believe that casualty insurance is 
attracting more interest among qualified 
students. I believe the image of insur 
ance is impaired somewhat by the re- 
cruiting tactics of certain life insurance 
companies.” 

2. “The people we 
satisfied. We have 
companies looking for employes and it 
tends to give students a feeling that 
something must be wrong—too many 
openings. Act a little more selective.” 

3. “In a of high-level approach now 
being made by recruiters, it will be some 

time before the stereotype of the ‘hack 
peddler’ of insurance disappears and stu- 
dents see real professional opportunities.” 

4. “Insurance firms have 1e€ 
best re suiting material.” 

5. “Within the last five 
cruiting techniques are improving 

6. “Many property and casualty com 
panies have done much to improve re 
cruitment in the last five years As a 
result many young men are asking for 
information concerning opportunities 
Type of men that visit campus for re- 
cruitment are excellent Good rapport 
established.” 


have placed seem 
almost too many 





some ot 


vears its re 


has been 


Of the negative answers to this ques- 
tion there were no comments by the 
placement directors 

There were two comments worth not- 
ing from placement directors: 

1. “In all fairness, a much better re- 
cruiting job is being done.” 

‘The success of the recruiter seems 


o be directly related to the impression 
he makes on the applicant, not on what 
the company training 1 ram, 
salary, etc. This is not true in gards 
to ot] industry, busi- 


offers, 








others recruiting for 


ness, or government. It is imperative 
to change this feeling to enhance recruit 
ing efforts. This may only be a local 
situation but report it for your evalua 


tion.” 
Roughly one third of the placement di 


rectors do not know enough about the 
property and casualty insurance field to 
properly evaluate it 


Salary Levels 


“pom salary levels we received the 


followi 
l > levels are comparable to 
] 


hose offere lin other business positions.” 


2. “Poor starting salaries decrease in 


terest of students.” 
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3. “Casualty and property insurance 
doesn’t need to be compared; it can stand 
on its own except for starting salaries 
Companies seem to feel that opportunity 
makes up for their poor starting salaries, 
but when the student listens to the oil 
company recruiter and the chemical com- 
pany recruiter, he also talks opportunity 
and his starting pay is $100 to $150 more 
a month.” 

Under intellectual challenge 
vancement opportenisies. 

1. “Seems to be a high rate of drop 
out from insurance employment. Can this 
be attributed to lack of intellectual chal- 


and ad- 


lenge and advancement opportunities ?” 
2. “I believe this field to be as chal- 
lenging as any other field in the insur- 


industry.” 

“Excellent field for right individuals 
although the desired qualifications in 
ae es higher than needed.’ 

“Excellent profession, rapidly grow 
ing field, excellent training, extremely 
selective, stress on isadividhess perform- 
ance and individual development.” 

5. “I have no unfavorable comments 
about this field. High caliber men will 
become middle and top management and 
likewise low caliber men will average 
run- of-the-mill employes, just as is found 
in any other industry. Intellectual chal 
lenge depends upon the man and tia 


tions he pri through.” 


ance 


gresses 


Comment on Training Programs 


Under training programs. 

1. “Poor training programs, with the 
exception of one company, result in 
losing good men from top schools. This 


gives a poor picture of future possibili 


ties. 


2. “Training program not fully devel- 





The remaining 
tisfaction, job 


status 


classifications, job sa- 
security, and community 
apparently were not important 








enol for the placement directors to 
specifically make comments 

In conclusion this is a fair sampling 
f the college placement directors, who 


recruiters and recruitment 
mpare favorably with those 
industries. They feel that, even 
though the industry has made progress, 
especially in the past five l 


feel that our 
programs c¢ 


of other 


years, in sell 





ing its merits, the stereotypes and 

igmas of the foot in the door insur- 
ance salesman still persist among the un 
dergraduate students his image has 
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Stuart’s portrait of our first 
president so well brings out 
Washington’s steadfast char- 


acter. For 162 years the Provi- 
dence Washington has been 
steadfast in its loyalty to its 
agents and in its belief in the 
agency system. 
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when you sell @itea4m 


PROVIDENCE 
WASHINGTON 
THE COMPANY WITH 
QUALITY * INTEGRITY * FRIENDLINESS 


20 Washington Place 
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persisted because of 
recruitment practices of a few larger 
multiple line agents and a few border 
line companies, as well as the inability to 
disseminate enough educational material 
explaining the industry to the lay public 


Good Public Relations at High School 
Level 


It was the consensus of the panelists 
that this situation can be improved by 
mass media of communication 


using the 
to demonstrate the attractiveness of the 


some of the poor 
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dynamic property and casualty industry 
to the public. In stressing a good public 
relations job on the high school level, 
the industry will motivate many high 
school students to select insurance as a 
college career. At present many college 
students have been adversely conditioned 
to an insurance career and have prepared 
themselves for other professions by the 
time that they are approached by the 
insurance recruiters. 

The companies, individually or collec- 
tively, might establish various scholar- 
ship programs with summer employment 
for talented high school graduates to 
obtain college degrees. Such a program 
is being sponsored by some of the East- 
ern fire insurance rating organizations 
under a fund administered by the Inter 
Regional Insurance Conference. Scholar- 
ships are granted to qualified high school 


rraduates toward Bachelor of Science 
degrees in Fire Protection from the 
University of Maryland. 
Summer Employment 

Some form of summer employment 
program may be useful in generating 
interest in the insurance industry 
among college students. A ‘good 


example of such a program is the one 
now being conducted successfully by the 
National Bureau of Casualty Under- 
writers. Under their program, outstand- 
ing junior, sophomores, and freshmen 
are given the opportunity of working 
at the bureau dyring the summer months. 
While each student is given an actual 
aks assignment, he also participates in a 

gular training program which includes 
wre seminar sessions. The purpose 
of the bureau’s program is to give out- 
standing undergraduates an understand- 
ing of the operations and opportunities 
in the casualty insurance business and to 
excite their interest in the industry as 
a career. 

An additional method of stimulating in- 
terest in the property and casualty field 
is to provide symposiums of insurance 
teachers and industry leaders to discuss 
current trends and problems. 


Higher Starting Salaries 

The poor starting salaries as indicated 
in the placement director’s specific com- 
ments on this subject mean that the 
property and casualty industry must be 
more realistic and adjust upward the 
starting salaries in order to compete with 
other industries. No longer can subse- 
quent raises and job opportunities offset 
the lower starting salaries, because other 
industries, besides offering higher start- 
ing salaries, also offer advancement op- 
portunities as well as monetary rewards. 

The good college graduates must not 
be recruited and placed in the routine or 
clerical positions. Training programs for 
the college graduates must be sufficiently 
challenging so as not to stultify initative 
and atrophy intelligence. Each trainee 
must be assured of guidance and regular 
evaluation of his progress. The trainee 
must be advanced in accordance with his 
abilities. 

Quest for Honor Students 

One of the major problems of the 
recruiters is the failure to employ the 
honor or talented college graduates. 
There are some reasons for this predica- 
ment. The better students do not sign up 
for the interviews and, therefore, never 
reach the recruiters. Many of the top 
students continue their studies in grad- 
uate schools. Perhaps, if the industry 
offered opportunities for its college grad- 
uates to obtain Master’s degrees or Doc- 
torates in conjunction with their employ- 
ment, this might help to interest some 
of these talented students to seek careers 
in the property and casualty field. 

The companies should provide lists 
of successfully employed alumni with 
job titles to the placement office to be 
inserted in the sign-up folder, where 
graduating seniors would see them listed. 
This would help to encourage seniors to 
seek insurance careers. 

If the results of the panel discussion 
can be summarized in one sentence, it 
would be this: A better image of the 
property and casualty insurance industry 
must be created through intensive public 
relations programs conducted by all seg- 
ments of the industry. 






Feb. Fire Losses Up 20.5% 


Estimated fire losses in the United 
States during February amounted to 
$116,606,000, the National Board of Fire 
Underwriters has reported. 
Lewis A. Vincent, NBFU’s general man- 
ager, this loss represents an increase of 
20.5% over losses of $96,782,000 reported 
for February, 1960, and a decrease of 
0.6% under losses of $117,252,000 for Jan- 
uary of this year. 

Losses for the first two months of 
1961 now total $233,858,000, a rise of 
23.2% from the first two months of 1960, 
when they amounted to $189,751,000. 


According to 


aT WAT nny 





Agricultural of N. Y. 
Elects Six New Officers 


Preparatory to the wholly 
owned subsidiary, Anchor Casualty Co., 
into the Agricultural Insurance Co. of 
Watertown, N. Y. on December 31, 1961, 
directors of the Agricultural at their 
March 9 meeting, elected six new officers 
to the parent company: T. P. Lowe, 


merging 


executive vice president, Western divi- 
sion; K. M. Hough, vice president ; Neil 
Wells, vice president; N. C. Norell, sec- 


retary; John H. S. ~ fi Stel secretary; 


CA; Matthews, assistant secretary; W. 
treasurer. A. Ba 
vice 


E. Costello, 
Rooch was 


assistant 


appointed resident 





By HAA yyy AT man ii mn numa mu imu 








HUNAN mnt 











The figures of The Home reflect the widespread 
activities of the Company. In every one of the fifty 
States, and in Canada, The Home has production and 
claim facilities to provide both representatives and 
policyholders with the kind of service for which the 
Company has become known over the past 108 years. 
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REPORT FROM THE FIFTY STATES 
AND LANDS ABROAD 


Annual Statements of 
THE HOME INSURANCE COMPANY and THE HOME INDEMNITY COMPANY 
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Lewis L. Crarkt 
Banker 

Haroipo V. Suitn 
= Former Chairman 
f the Board 


KENNETH E, 
President 


BLACK 





Rosert W. Dowttnc 
President, 

City Investing Co, 
Grorce Guno 





President, 
The Cleveland Trust Co, 


= 


CARA 


NO 


AAA IN Ht 


IAA 


NOTE: Bonds and stocks carried at $10,280,098.83 amortized value and market 
value and Cash $30,500.00 in the above balance sheet are deposited as 
required by law. All securities have been valued in accordance with the 
requirements of the National Association of Insurance Commissioners. 
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DIRECTORS — The Home Insurance Company 


Harotp H. Hein CHAMPION Mc ‘DoweLt Davis 


Chairman of the Board, Retired Presid 
Chemical Bank ri tlantic Coc ast ‘tine 
New York Trust Company Railroad Co. 
Cnartes A. Loucnin Henry C. Bronte 
Vice President & President 


General Counsel Empire Trust Company 
Ivan Escotr tne 
Montclair, N. J. y Lee and T. J. Ross 

oh C. Von Erm 

Honorary Chairman of the Board, 
Manufacturers Trust Company 


Percy C. Maperra, Jr. 
Director, 
Electric Storage Battery Company 
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Through the American Foreign Insurance Associa- 
tion The Home also offers its services and protection 
in more than 75 countries throughout the world. 

The figures below give an indication of the scope 
of the services provided in 1960 by The Home Insur- 
ance Company and The Home Indemnity Company. 





NOTE: Bonds carried at $1,155,000.00 amortized value in the above balance sheet 
are deposited as required by law. All securities have been valued in accord- 
ance with the requirements of the National Association of Insurance Com- 





Property Protection since 1853 





president at the St. Paul office. 

All officers elected are also officers of 
the Anchor Casualty and are located in 
the Western division office at St. Paul, 
Minn. 

The American Empire of South Dakota, 
a wholly owned subsidiary of Anchor 
Casualty, will remain as a wholly owned 
subsidiary of the Agricultural. The ap- 
proved merger of the Anchor into the 
Agricultural will simplify the corporate 
structure of the Group and will permit 
greater economy of operations. 

Agents of Anchor Casualty are being 
asked to accept representation with equal 
or greater facilities in the -Agricultural 
or in the Anchor Casualty Underwriters 
Department of the Agricultural. 


















THE HOMEINSURANCECOMPANY - December 31, 1960 THE HOME INDEMNITY COMPANY - December 31, 1960 = 
ADMITTED ASSETS ADMITTED ASSETS = 
United States Government Bonds and United States Government Bonds and = 
Housing Authority Bonds (1949 Act).............. $ 83,808,842.76 Housing Authority Bonds (1949 Act)........... $14,018,565.60 = 
MR ENR ge iysald 85.04 a. oh Lnd easy be enbant 154,259,729.61 NI nie olen Sar ek. whan cpheetas naan 8,559,397.23 = 
Preferred and Common Stocks.................... 278,861,287.82 Preferred and Common Stocks....................- 16,048,210.02 = 
Cash in Office, Banks and Trust Companies.......... 15,475,473.73 Cash in Office, Banks & Trust Companies............ 179,663.76 = 
EER eee 6,091,488.69 Other Admitted Assets.................0.0.000 ce. 332,017.82 = 
Agents’ Balances or Uncollected Premiums . $30 137 254 03 = 
(Less than 90 Days Due)........-.....eeecceeee, 47,956,330.26 Total Admitted Assets................ $39,137, 84.43 
ATUNGT PINON ADOULS So ic oe iieececcccessccceenes 19,244,579.75 
Total Admitted Assets .................. $605,697, 732.62 LIABILITIES = 
_ LIABILITIES Reserve for Unearned Premiums.................... $13,912,317.00 = 
Reserve for Unearned Premiums................... $217,959,641.00 Reserve for Losses and Loss Expenses............... 5,318,470.00 = 
Reserve for Losses and Loss Expenses.............. 83,316,247.00 Reserve for TaxeS.. oo. occ ccc ccccccccccece. 349,800.00 = 
co RES AE ie ere 5,680,200.00 Other Liabilities.................... 84,600.00 = 
Reserve for Reinsurance......................0e. 4,731,296.31 Sh a = 
Dividends Declared.............. 0.0. cceeeeee. 2,212,771.00 Total Liabilities.................... $19,665, 187.00 2 
eS Ie Re eee eee rete rah san 5,313,055.66 GAAS oso oncosnhevewontivars $ 1,500,000.00 S 
Lo SA ne nr se eens $319,213,210.97 I eos a sca a ces eeceraancces 17,972,667.43 = 
RR se riiadea Besad tiaasien $ 20,116,100.00 ee = 
SD A EIR R a 266,368,421.65 Surplus as Regards Policyholders...... .  19,472,667.43 = 
Surplus as Regards Policyholders.......... 286,484,521.65 hs esis oaiactekeweteses .. $39,137,854.43 is 
are eas eer $605,697,732.62 aie = 













ArtHur C. Basson 
Vice President, 
Babson's Reports, Inc. 


Lov R. Cranpatt 
Chairman oj the Board, 
George A. Fuller Company 





Kennetu E. Brack Ro BERT 3. GOELET 

President Real Estate 

LEONARD PETERSON Water F. Pease 

Maplewood, N. J. Shearman & Sterling & Wright 


fanaa A. Payne Ew SCHRAM 

New Vork, N.Y Chairman, Valley Farms, Inc 
J. Epwarp Meyer 

President, 
Cord Meyer Dex 
Company 


velopment 












March 24, 196] 



































N. J. Agents to Introduce Freedom 
Of Contract Bill in Legislature Soon 


Four key figures in the 
preliminary action on 
68th mid year meeting are, 


New Jersey 
“Freedom of Contract” 
seated: Charles J. Unger, 





Association of Insurance Agent's 
legislation. Shown here, at NJAIA’s 


executive secretary and 


John Stevens, chairman of the legislation committee: standing—Harold Feuerstein, 
association legal counsel, and James F. Ryan, NJAIA president. This team reported 


that NJAIA had decided to sponsor a 
Jersey state legislature. 


lhe New Jersey Association of Insu 
e Agents plat s to introduce this yeat 
1 ] | lrenton a “Free 
mission patterned 

tate law approve 


ller last year and 
1962. Members 


‘iation are being 
legislators now 

sure bei 4 

ss ation and 

sented to the 


ng teatures at tne 











f the New Jersey 
erry Hill Inn at 
1 a | he sarht 

4 i TOUR 

uit a record attendance \ panel a 
1S] ne eme¢ ito insurance 
lans was another feature. It appears 
it nerit rating plan, such as now ap- 
1 € I i New \ 1eT 
S es, 1S t likely at 
nt bec the 1 
s ca prov 1 \ 

al support for su a program 


Stevens Reports on Bill 


registrants were in- 
timations that the 








» push for commis- 

Ne Jersey, John 

ian of the legislativve 

-d on the action taken 

V s ask rece over the past cn 
m s—w lina favor rable 
decision by t ive commi Mr 
stevens had 





revealed that the associ 
l d counsel” and 





engaged ‘spe il leg 
vas already well ad yn the pro 
g r introduction and ymmotion of 
the 

Harold D. Feuerstein, legal counsel, 


gave an analytical report on the pro- 


“Freedom of Contract” bill in the New 


posed legislation—and what it would do 
for the agents 


Mr. Feuerstein labelled it a “help to 





he preservation of independence and 
eedom in negotiation—which is the 
essence of the spirit that is America.’ 
He emphasized that it would be as ben 
eficial he insurance companies as to 
€ Pp He said that the bill 
vuld te past realities for future 








evuesses.” This was a reference to the 


MMUNISSIO1 


part of acquisition costs re 


rate filings under current pro 





Merit-Demerit Plan 

Report by NJAIA President James L 
Ryan, Casualty Chairman Edwin M 
Rothberg, and Road-Aid director Wil- 
liam J. Doyle completed the first session 
The afternoon featured a_ three-man 
panel discussion on various aspects ol 
merit-demerit automobile insurance plans 
The obvious point was the long-rumored 
entry of this type of auto coverage into 
New Jersey. William S. Gillam, research 
manager for the National Bureau ot 
Casualty Underwriters, outlines the 
“Connecticut Plan”—with its point basis 
for rate discounts and surcharges 

[his set the background for George 
D. Schwoebel, head of driver services 

r the N. J. Division of Motor Vehicles 

Mr. Schwoebel left little doubt in the 
minds of the audience that the state 
vehicle agency did not feel that 

could provide the needed statistical 
support for any of the auto merit pro- 


speaker on the panel was 
Louis P. Sigel, CLU, CPCU, president, 
Independent Insurance swe and 
Brokers Association, of Philadelphia 
He recited personal experiences and 
(Continued on Page 26) 


Golub Agency Marks its 
55th Anniversary 


PROMINENT NEW YORK OFFICE 
Has Thrived Uaioe “Bert” Golub’s 
Leadership; Succeeded His Father as 
President in 1946 
From a small office in Williamsburg 
section of Brooklyn to a spacious suite 
occupying almost the entire second floor 
of 130 William Street, New York, is the 
accomplishment of the Joseph Golub 
Agency which recently marked its 55th 
anniversary. This milestone was the oc- 





H. BERT 


GOLUB 


casion for many congratvlatory messages 
and floral tributes from insurance brok 
ers and company friends which were 
gratifying to Herman “Bert” Golub, who 
has served as president of the agency 
since his father’s de ath in October, 1946 

In this span of over 15 years under 
Mr. Golub’s th Bo the production 
has increased steadily showing an in- 
crease in volume annually in all fire 
and marine lines 

Departmentalized, the repre 
sents many old line prominent stock in- 
companies for fire and. allied 
lines, and inland marine Companies 
repres¢ nted are: American Equitable 


agency 


surance 


Assurance Co., Atlantic National Insur- 
ance Co., Citizens Casualty oo 
Firemen’s Insurance Co. of Newark, 


Marine Office of America, Maritime In 
surance Co., Ltd., Merchants Fire As 
surance Corp., New York Fire Insurance 
Co., Reliance Insurance Co. of Philadel 
phia and Zurich Insurance Co. Three of 
them have been with the agency over 30 
years 
Key Men of the Agency 

Key men of the agency include Marvin 
F. Slater, office manager and head of the 
accounts department; Robert E. Goode, 
lack Brodie, Martin Keily and Joe Ross, 
all four supervising the fire, general 
cover and countrywide production, and 
William C. Schlitz and Insel 
man, Jr. in charge of inland and ocean 
niarine department 

“Bert” Golub’s greatest satisfaction to 
day is that his father’s dream of a large 
multiple line agency in the heart of 
William Street has come true. Joseph 
Golub established the business 55 years 
ago in Brooklyn after serving several 
years as insurance manager of a Brook 
lyn bank. His son, who started his 
career in the metropolitan New York 
office of Commercial Union, joined forces 
with him in 1927 and devoted his ener- 
gies to development of brokerage busi- 
ness. He has been eminently successful 

The agency’s growth from 1927 to 
1934 made larger quarters necessary in 
the Borough Hall section of Brooklyn, 
and still further expansion by 1936 dic- 
tated the wisdom of opening a Man- 
hattan office at 123 William Street 


George 


Many broker friends liked the way the 
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office did bus'ness 
atmosphere the 


end in this favorable 
agency thrived 


\ tragic note was struck in 1943 when 
Joseph Golub became ill as a result of 
his many years of hard wor rk and was 
forced to relinquish some of his responsi- 
bilities. The structural change made at 
that time was to name the Manhattan 
office the Joseph Golub Agency under 
ownership of “Bert” Golub and for his 
father to retain the ownership and active 
management of the Brooklyn office 
Upon the death of Joseph Golub in 
1946, the Brooklyn office was closed and 
all operations consolidated at the New 
York office which, in 1955, moved to its 
present location at 130 William Street 

The agency under “Bert” 
leadership has grown in recent years to 
one of the top agencies in the metro 
politan New York area for all fire, ma- 
rine and allied lines. 


Golub’s 


General Agents’ Program 
For Annual Convention 


Plans are nearing completion for the 
35th annual convention of the American 
\ssociation of Managing General Agents, 
\pril 23-26, at Camelback Inn in Phoenix, 
Ariz. “Pattern for Progress—The Better 
Way” is the convention theme. Speakers 
and topics have been chosen to demon- 
strate how the managing general agent 
can lead in today’s insurance world. More 

han 200 general agents, associates and 
wives from across the country are ex- 
pected to attend the three day meeting. 

\mong speakers will be Arizona Gov- 
ernor Paul Fannin, Porter Ellis, Louis 
E. Throgmorton, Herbert H. Kirschner, 
Millard Bennet, Art Briese and oe 
Roth. Mr. Ellis is president of the Na- 
tional Association of Insurance Agents. 

Public relations director of a major life 
insurance company, Louis Throgmorton 
is a well-known speaker before insurance 
groups. His topic, not concerned with 
life insurance, will be “Don’t Suspect But 
Respect Your Insurance Man.” Mr. 
Kirschner is president of Kirschner and 
Co., insurance advertising and public 
relations firm, San Francisco. 


\ long-time associate of Doctor Nor- 
man Vinceut Peale, Millard Bennet will 
outline ways and means on “How to Get 
Others to Think and Act Favorably With 
You.” Mr. Bennet is a nationally prom- 
inent inspirational speaker. Art Briese, 
humorist, writer and human relations 
speaker, will set a quick change-of-pace 
with his talk, “Skulduggery At the Cross- 
roads.” Thomas Roth operates his own 
IBM punch-card service in Denver. The 
ma jority of his clients are insurance 
companies, local and general agencies. 
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Eifert and Crehore 
Merge Their Agencies 


PROMINENT N. Y. C. OFFICES 





Alan F. Eifert Heads Organization; 
Crehore and Howard V. P.s; Occupy 
18th Floor, 51 E. 42nd St. 


Alan F. E/ifert, president of E/ifert, 
& Co. and Austen Cre- 
president of Crehore & Richard- 
son, Inc., both in New York, 
the merger of their insurance 
Established in 1919 the Crehore agency 


French Inc. 
hore, 
announce 
agencies. 
has operated continuously, representing 
leading 
casualty and marine insurance. 
Of particular note, Eifert, 
Co. original 
ments made recently by 
ance Co. of New York. 
Mr. started 
career as the first employe of the Mer- 
chants Fire Assurance of New York, 
being hired by Edward L. Ballard, its 
founder and first president. In 1919 he 
formed his own agency at 100 William 
St., N. Y. and four years later estab- 
lished Crehore & Richardson, located up 
to now at 135 William St., N. Y. In 
World War I he served in the French 
Foreign Legion as a pursuit pilot, having 
volunteered and enlisted in 1917 in that 
famous unit. Now president of L’Esca- 
drille Lafayette Flying Corps Associa- 
tion, he brought down four enemy planes 
in the war and was decorated with the 
Croix de Guerre and French Legion of 
Honor for his feat. In 1919 he designed 
and wrote the first eX aviation pol- 
icy issued in the U. A 

To give effect to a consolidation of 
the agencies, Austen Crehore has been 
elected vice president of Ejifert, French 
& Co. Rutledge Howard, executive vice 
president of Crehore & Richardson, who 
has been connected with it for over 37 
years, has also been named vice presi- 
dent. 


insurance companies for fire, 


French & 


was one of the appoint- 


the Sun Insur- 


Crehore his insurance 


Represented Great American for 
Many Years 
Fifert, French 
occupy the entire 
42nd Street. 


& Company will now 
18th floor at 51 East 
For 25 years the agency has 
one of the leading uptown New York 
underwriting offices, representing the 
Great American Insurance Co. contin- 
uously since inception of the agency. 
Headed by Alan F. Ejifert, president 
and founder of Eifert, French & Co., the 
agency has grown steadily. The com- 
bination of the two offices, it is felt, 
should prove valuable to their brokers, 
offering large capacity. The fire and 
inland marine departments will continue 
to be directed by the two veteran vice 


presidents of Eifert, French & Co., Wil- 
liam F. Strahler and Clarence J. Ingald, 
who have served with the agency since 


its inception. 
Donald and Robert Eifert 


Mr. Ejifert’s sons, Donald A. and Rob- 
ert G., are both active in the agency, 
have already proved tl ieir inherent ability 
to augment the agency’s progress. For 
the past 10 years Donald has accelerated 
the agency’s casualty department and is 
favorably known to both brokers and 
company officials for his able handling 
of brokers’ problems. 

Robert Ejifert joined the agency re- 
cently, after completing specialized train- 
ing and attainment awards with The 
Prudential Insurance Co., he will head the 
agency’s life department. 

In addition to the Great American, the 
agency represents the Yorkshire (Amer- 
ica Fore Loyalty Group)) for casualty 
and fire and the Hartford Steam Boiler 
since 1935. Also, the Reliance Insurance 
Co., American Home Assurance, Century 
Insurance Co. and National Casualty. 

After many years the New Jersey 
office of Eifert, French & Co., located in 
the Garden State Bank Building, has re- 
cently acquired its own building with 
newly expanded offices at Teaneck Road 
and Route 4, Teaneck, N. J. 


New York Agents Hit 
New D. C. Rating Bill 


Strong opposition to the District of 
of Columbia rating bill has been voiced 
by the New York State Association of 
Insurance Agents through Past President 
A. C. Deisseroth in a letter sent to Gov. 
Nelson A. Rockefeller of New York 
State. This bill has been introduced i 
Congress by Sen. Estes Kefauver, in- 
tended to serve as a model for other 
states if it is passed in the D. of C. 
Mr. Deisseroth, a well known Syracuse 
agent and now chairman of the legislative 
committee of the New York agents as- 








sociation. condemns the D. C. bill provi- 
sion for elimination of prior approval by 
an Insurance Superintendent before rates 
can be utilized by the filing insurer. 

The agent’s memorandum likewise 
holds that stricter regulation and not 
less regulation be enforced to ensure 
stability of the insurance business. Mr. 
Deisseroth calls the D. C. bill “very bad 
legislation.” He holds this bill will padiinn 
supervisory powers of an Insurance 
Commissioner. 

Also he says cut-rate companies could 
‘use the revenues from investments to 
throw into underwriting losses. Thus, they 
would be in a position to file indis- 
criminately in order to squeeze out those 
less fortunate smaller companies.**** We 


Wilmer E. Allen Dies 


Wilmer E. Allen, 38, assistant secretary 
of the America Fore 
Companies at the Dallas, 
mental office, 
Mr. Allen, 


companies in 


Loyalty Group 
Texas, depart- 
suddenly March 16 
who joined the America Fore 
1941 in the 


known in the 


died 


Atlanta office, 
was well Southeastern 


states. 


must, in the State of New York, do our 
utmost to have regulatory laws in order 
that we can preclude the Federal govern- 
ment taking away supervision of insur- 
ance from the various states.” 
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PEARL-MONARCH INSURANCE GROUP 


19 RECTOR ST., 
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SAN FRANCISCO 
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Pearl Assurance Company, Ltd. (United States Branch) 


Chief Office: 19 Rector Street, New York 6, New York 


Financial Statement December 31, 1960 











° opens 
Liabilities 
eer ce $ 3,305,168 89 | Unearned premium reserve ......... $ 2,954,954.94 
pions 2,342,019.31 | Losses in process of adjustment 1,020,845.00 
eae ees 493,667.85 | Reserve for taxes Pak he we 85,786.95 
i keeaeaee 1,812,993.09 | Reserve for all other Liab‘lities . - 340,167 37 
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Tere 200,814.56 | Contingency reserve Wren coacl 2,305.85 

od Statuters deposit: << ...cscenccs 500,000.00 

-$ 8,154,663.70 | , F 

—— UNE Gib do ive swdeceeases ex 3,160,603.59 
‘ . Surplus to Policyholders 3,752,909.44 

National Association ot Pp 0 Policyholde : 

carried at $1,507,417 46 4,663.70 


TOTAL $ 8,154, 
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Total Assets 
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Insurance Commissioners. Securities 
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The Monarch Insurance Company of Ohio 


Corporate Office: 1423-4 Carew Tower, Cincinnati 2, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 


| Liabilities 
vas eeu $18,844,377.57 | Unearned premium reserve $13,930,501.88 
Ragleeie eats 11,718,104.70 | Losses in process of adjustment ..... 4,812,553.00 
bodicis 456,363.74 | Reserve for taxes ............000. 404,424.18 
einesieeees 419,842.39 | Reserve for all other liabilities ...... 266,724.99 
ga becuayids 183,847.23 | Contingency Reserve iiacasiinsisS. | OUSI721 
-$31,622,535.63 | CN KG BON AAK crew daniawakiws 1,613,912.50 
coe | Surplus ......---eeeeeees 10,532,591.87 


sos Surplus to 
Association of } 


$1,101,994.93 


1960 (New York Basis) 


12,208,331.58 


TOTAL $31,622,535.63 
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Royal-Globe has two kinds of engineers, fire 








protection and loss prevention. But often, as mi unr 
\\ 

when both are called in to help plan better att LOSS ADWUSTER 
buildings, it becomes clear they have the CPs | / 

“i \\// {| J BOILER & MACHINERY LOSS PREVENTION 
same aim — to prevent harm.to people and ft oven | \ qe 

— , ; ) 
property. This example of working together os) | ry Yan i 
; ' ={ | ouik s macnmery | 


is typical of all the men you'll meet from if 
Royal-Globe. They are trained and developed wig, gc 4 / | 
not only to be experts in their technical fields, i 
but moreover to be part of our cohesive pro- \ tb, 
and your versatile 
“MULTIPLE-LINE” FIELOMAN 


duction team, mobilized to help you give the 
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best possible service, each in his own way. 





— pate 
ROYAL-~-GLOB 
INSURANCE COMPANIES ew vork 38, New York 
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New Jersey Agents 
(Continued from Page 24) 


methods developed to cope with the 
merit “yee used in Pennsylvania. 

Mr. Stevens reported that he and Pres- 
ident Ryan had conferred in New York 
with C. Joseph Danahy, counsel for the 
New York State Association of Insur- 
ance Agents and the Greater New York 
Insurance Brokers Association, on the 
New York “Freedom of Contract” law. 
Drawing conclusions from that meeting 
Mr. Stevens told the midyear meeting at 
Haddonfield: 

Reasons for Commision Bill 
“We found that the bill was specifically 
designed to prevent a company or 


bureau from filing a new rate which 
included a reduction in the commission 
factor based upon an anticipated re- 


duction in the commission paid to agents 
or producers. It was pointed out that 
companies have been misusing the rating 
procedure to fix ae in concert. 

‘In other words, by projecting a future 
reduction in commission in the new fil- 
ing—as has been done in New Jersey 
in the case of the New Homeowners 
recently pees the auto change a year ago— 
the companies have been using the:r own 
filings to force a unilateral reduction 
in commissions. They claim that they he id 
no choice but to reduce commissions to 
the rate in the (their own) filing—or 
they were in violation of the Jaw 

“The ‘Freedom of Contract’ bill 
not prevent a company from reducing 
the rate of commission paid to their 
agents; but it does prevent the present 
misuse of the rate filing procedure to fix 
commissions on a unilateral basis. This 
bill will provide that actual commissions 
paid will determine the rate filing, not 
he rate filing 


doe 5 


t determining the commis- 
sion. 

“Harold Feuerstein, association coun- 
sel, appeared before your’ executive 


committee. Considerable discussion = 


held on the merits of such a bill and the 
question of our association sponsoring 
it in New Jersey. The executive com- 


mittee decided that the association should 
make the necessary arrangements for 
such a bill to be introduced here in New 
Jersey as soon as possible. The mechanics 
and procedure were turned over to the 
legislative committee 

“The legislative committee, consisting 
of myself, chairman; executive com- 
mittee chairman, = Hutchison; Frank 
~ se Sol Holland, Milt Grannatt and 
Richard Har -denbergh- decided to form 
a legislative action committee. The func- 


tion of this subcommittee would be the 
mustering of support for our bill throug! 
out the state; among our besa 


members of other insurance producer 


groups, and members of the legislature 
‘At a later date we met with George 
Paterson Jr., president of the Mutual 


Agents Association of New Jersey, and 
arranged for support for our bill, from 
his organization members. Subsequently, 
we met with Robinson G. Hollister, pres- 
ident of the New Jersey Brokers As- 
sociation, and received his promise of 
support from the members of his asso- 
ciation. 

“We hope to receive support from 
other insurance producer associations in 
— Jersey—and from the Association 

Real Estate Boards. We believe that 
we can get our bill passed if enough of 
our members help us and thereby help 
themselves. 

“Without a ‘Freedom of Contract’ bill 
we can expect that future rate filings 
will contain reductions in acquisition or 
expense factors which will automatically 
lead to across-the-board commission 
reductions 

“With a ‘Freedom of Contract’ bill the 
companies will be unable to act in con- 
cert to fix our rates of commission, 
and commission will depend upon nego- 
tiation with our own particular com- 
panies. It’s as simple as that and our 
livelihood is at stake.” 

President Ryan Reports 

In his presidential report Mr. Ryan 
cited the activities of numerous com- 
mittees. He said that the accident 
prevention committee: “under chairman- 





ship of Past President Milton H. Gran- 
natt is continuing to perform an out- 
standing job in this important program 
of your association. The 1960 S-D Awards 
program is well under way. It is the 
hope of the committee that, if all entries 
are not in by this date, that they will 
be, within the next few days. 

“For the educational committee Chair- 
man Robert F. Darrell reports that the 
Fall semester of our School of Insurance 
has been running successfully with 35 
enrolled. Of the 35, 33 successfully com- 
pleted the course and were granted 
certificates of completion. Our Fall School 
of Manuals ran concurrently with the 
School of Insurance—with approximately 
45 students enrolled. At the end of the 
year we had a successful meeting of the 
faculty and committee members of the 
educational department; it was agreed 
that the revised operation is proving suc- 
cessful to the association and to the 
students. The average grade of the 
students for the past year has been 
higher than previously. We hope that this 
will reflect in their final state examina- 
tion—and their general knowledge when 
in the business. 

Membership at New High 

“The membership committee under co 
chairmanship of Lawrence Robinson, of 
Middlesex County and Walter Christie 
of Bergen County, began our year with 
a total of 1,621 members. We have added 
42, but, on the deficit side, we dropped 


34. Our total membership as of today 
is 1.630, an all time high. 

“Once again, under the chairmanship 
of Edward P. Kinchley, Jr. of Bergen 
County, the public relations function con- 
tinues in a manner deserving of high 
praise. Along with our public relations 
counsel, John S. Edwards, this committee, 


is in my opinion, a good right arm of your 
Association. The principal areas of their 
endeavors are: accident prevention, an- 
nual and semi-annual meetings, national 
competition award entries, and general 
news releases. This committee is at 
present reactivating a speakers bureau. 
They have recommended to your execu- 
tive committee that this Bureau be set 
up to consist of members of our 
ciation and company representatives 
through the field clubs. It is the opinion 
of your public relations committee that 
this activity—properly supported by our 
members—could become a valuable pub- 
lic relations tool.” 

Weisbart on Ad Program 

Last year 714 members of this 
ciation pledged almost $40,000 in sup- 
port of the advertising program of the 
National Association of Insurance 
Agents, Ira F. Weisbart reported. This 
was a substantial increase—both in num- 
ber of participants and amount—over the 
previous year. “Last year, also, your 
association was able to obtain an alloca- 
tion of more than $15,000 of that total 
to be spent in local newspapers in our 
state,” he revealed. “In addition, news- 
paper mats were sent to each _ local 
board without charge—to be used at their 
discretion. For the first time our mem- 
bers had visible, local results. 

‘This year, so far, 387 of our members 
have contributed over $24,000,” Mr. 
Weisbart said. “This is an increase ot 
114% in contributors and 14% in con 
tributions—over the same date last year 
While we are ahead of last vear, we 
still have a long way to go. Our goal 
this year is $65,000. 

“You remember how much local news- 
paper advertising the $15,000 purchased 
last fall. If we contribute 75% of our 
quota, we will again be entitled to ap- 
proximately the same amount of money 
If we contribute 100% of our quota, we 
will receive an allocation of over $30,000 
You know what $15,000 bought—we can 
have twice as much if everyone chips in 
Some areas were able to receive as man) 
as 15 weekly insertions; with participa- 
tion by every member we will get as 
many as 30 weeks this year. 

“Your executive committee has agreed 
that each county pledging over 75% of 
its quota before July 1 will be given a 
set of newspaper mats as soon as that 
figure is reached.” 

William J. Doyle, managing director ot 
Road-Aid, told the convention that “at 

(Continued on Page 28) 
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WIDE WORLD PHOTO, A.P, RELEASE 


VET WE “ASSURED” THE SERIES FOR PIRATE FANS 


Pittsburgh, October 13. So far, the Bucs and Yanks have 
split . . . three games apiece. Now it’s the last of the ninth 
in the final game ... tie score. After 62-and-a-half nerve- 
shredding innings—until Pirate Bill Mazeroski’s fence- 
clearing blast—the outcome of the 1960 World Series 
remained in doubt. 

But never in doubt was the fact that every Pittsburgh 
fan who’d been mailed a World Series ticket would get a 


chance to see his game—if it were played. Pirate manage- 
ment and the specialists at National Union Insurance 
Companies had seen to that. Each of the thousands of 
mailings of World Series ducats was covered by a specially 
designed National Union policy. 

This package was created and sold by an Independent 
Agent ... typical of the outstanding professionals who 
prepare and service America’s finest insurance. 


National Union Insurance Companies 


Pittsburgh, Pa. 


Casualty + Fire + Inland Marine + Ocean Marine 
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NAIA and R. &S. Study Program 
For Automated Agency Accounting 





Continuing emphasis on automated agency accounting is stressed by National 
Association of Insurance Agents. Recently NAIA representatives met with Record- 
ing & Statistical Corporation people to further define a system which is still in 
formative stage. Present at meeting (left to right): Walter M. Slaight and Eugene 
A. Toale, Recording & Statistical; James R. Mathews, NAIA assistant executive 


Arthur F. 


secretary ; 


Blum, chairman NAIA subcommittee on automated agency 


accounting; Paul O. Dow, NAIA treasurer and staff secretary of committee; Robert 


Vanderbeck and Charles Mooney, Recording & Statistical. 


Automated 
evelopment to 


agency accounting 1S a 


National As- 


which the 


sociation of Insurance Agents is giving 

rough study. One prominent agent, 
Arthur F. Blum of Rockaway Park, 
Long Island, N. Y., and past president 


he New York State 
zed successfully a mechanized book 
system in his office, Walter H 
Blum & Sons Agency, on an experimental 
basis. He now chairman of a specia 
sub-committee of the NAIA agency man- 
agement committee on automated agency 
‘ounting. Recording and _ Statistical 
rporation is cooperating in this data 
cessing work with the agents 
Blum Outlines Experiment 
Mr. Blum, in the American 
Bulletin, tells of his part in 
levelopment, saying 
“T was glad to 
wise of two main 
techni 1 


Association, has 
| 


Keeping 





Cc 


Agency 
this new 
assist in this venture 

reasons: (1) the 
agency accounting 
related personnel, had 
been a serious problem to us 
past vears—far out of proportion 
rmed; and (2) althoug! 
to direct billin: 
companies, I readily ac 
fe roblem in this 


1 
al aspects 
ng with the 
over tne 


to the 





opposed 
ly ypposed 





> results, in our particular 

hemselves and that we 
ve taken a giant stride toward re- 

ing our accounting dilemma. It should 
ve emphasized, however, that this system 
blis! on an experimental basis 
be considered in that 
hope other i 
r experience and certainly 
hroughout the 


ious consideration 


agencies can 





nt agents 
hanizing their agency 


Adoption of Plan 





“After considerable discussion and co 

yperation with R. & S. r he 
' se ; 

velopment f the desire we 





began the trial experiment. The adop 
ion of automated agency accounting was 


quite simple because there is no installa- 









yn of machinery or equipment neces- 
sary. Of course, there is no capital 
expenditure involved either 
“The biggest job involved, and we be- 
lieve the most important, was the first 
step required: the picking up of our 
accounts ivable by Recording & 
Statistical Corporation, the service or 
m that developed this particular 
The next step was the ling of in 
voices that are typed in our office. The 
ems coded are: company, class of busi- 
ness, type of transaction and commission 
\ le number was assigned to each 
nusured in our office. We were then 
provided with a book by R. & S. listing 
the name, address and number of each 
% our clients. Copies of these coded 


invoices 
center operated by R 


transmitted to the 
the transmittals are handled by mail 
“Each month we re 
statement for eac 
items listed 


account current, and an aged (30 days, 
6) days and 90 days and 
receivable. The time lapse from the day 
we close for the month until we receive the 
this data 


measure 


... if every train made but one stop ...and you 
were able to reach your destination without 
unnecessary delay or personal annoyance. 

The brokerage business, too, would be a 
lot easier if every broker were able to place 
larger lines in one stop—without time- 
consuming, needless, and often unsatisfact- 
ory ‘‘shopping around”’. 
We take pride in being a‘‘one.stop"’ agency; 
in having the capacity to fill your needs; and 
especially providing those service extras 
which make your job easier. 


LZTAZ7J AGENCY, ING. 


“Our Second Half-Century”’ 


“COMMUTING WOULD BE EASIER...” 





INSURANCE UNDERWRITERS 





55 John Street, New York 38, New York ¢ BArclay 7-8900 
MEMBERS, N.Y.C. INSURANCE AGENTS ASSOCIATION, INC. 





volved in 
who bills a policy also codes the invoices 
[ & S. We 
it is fair to say there is a definite savings 
of time by personnel in our office and 
there is no j 


forwarded to the service 
& S. As the ite 


information 


were 
tor tr 
was also 


All of 


paid, this 
service center 
that 
‘eive from R.& S full-tir 
insured with all are, Cc 






(regardless of the age 


item), a transaction journal, an ment. 


older) accounts this s 


is usually five days. 
is rather difficult to accurately 


the time of the personnel in- that 


“Accuracy in the 


service 
is correct, then the results are just as 
accurate. We can say without reservation 
supplied 


this system, 


ansmittal to R 


ne bookkeeper 
onsiderable 


ystem are, of 


center. If 


the data 
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Reinsurance 


EXECUTIVE OFFICE 


410 PARK AVENUE -« 


because 


longer 
Savings 
because 
capital investment in machinery or equip- 


anyone 
believe 
a need for a 


involved 
there is no 


results obtained by 
course, 
by the information which we supply to 


determined 


our information 


to our office 


NEW YORK 22, N.Y. 


SOUTHERN AND FACULTATIVE DEPARTMENT 


1375 PEACHTREE STREET, N.E., ATLANTA 9, GEORGIA 


» 


by R. & S. is clear, easy to read, descrip- 
tive and complete. 

“The big advantage of the monthly 
statement received under this system is 
that all outstanding items are carried 
forward monthly, item by item, and not 
as a total balance; this is true, despite 
the age of the item or items. 

“There can be a gain made in the 
time of the principal of the agency be- 
cause he is released from many of the 
details which required his time before, 
since these (accounting) details no 
longer take place in the agent’s office. 

Reasons for Value to Agents 

“We feel this automated agency ac- 
counting system ultimately will be of 
tremendous value to our office for a 
number of reasons. It releases us from 
the necessity of being constantly con 

(Continued on Page 29) 
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New Jersey Agents 

(Continued from Page 26) 
the annual meeting held last September 
we reported 632 member agents support- 
ing the program; today we have 66/7. 
Then we had about 85,000 insured sub- 
scribers; today we are well over the 
87,000 mark. We had 410 emergency 
service stations in the program and at 
present we have 414. Our gain in mem- 
bership totalled 35 agencies. To better 
enable you to see where the activity has 
been centered, here are the county board 
standings. 

“Essex is still the number one county, 
with 101; Hudson is second, with 85; 
close behind, in third place, is Union 
with 84; fourth is Bergen, 81; fifth, Pas- 
saic, 45; sixth, Middlesex, 43; seventh, 
Monmouth and Camden-Gloucester, 37; 
eighth, Morris, 28; ninth, Mercer, 24; 
tenth, Somerset, 20; eleventh, Burling- 
ton, 19; twelfth, Ocean and Atlantic, 18; 
thirteenth, Cumberland-Salem, 15; four- 
teenth, Cape May, 4; fifteenth, Hunter- 
don, 3; Sussex and Warren 1. 

Mr. Doyle said 4,210 of 87,000 sub- 
scribers called upon Road-Aid_ service 
during the last six months. The total 
number of subscribers who used Road- 
Aid service in the past year will exceed 
the 7,000 mark. Compare this total with 
the 3,200 in the first year—and 6,400 for 
the second year. The average cost per 
claim will be approximately $6.10, which 
includes our $1.50 service charge. 

“Based on these figures, it represents 
$217,500 in premiums collected by the 
insurance companies, with $43,200 for 
settlement of the claims,” he said. “If 
any agent is still worrying about the loss 
ratio, these figures should ease his mind. In 
addition to this profitable picture, the 
companies are relieved of opening files 
on these settlements, and they pay all 
the claims for the month, on one draft 
to Road-Aid of New Jersey.” 
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Universal Assets, Surplus Rise 


Admitted assets of the Universal Insur- 


ance Co. increased to $11,580,338 from 
$11,234,124 in 1960, it was reported in the 
40th annual statement. S. Curtis Bird, 
president, and John T. Byrne, chairman 
of the board, stated that policyholders’ 
surplus also increased to $5,189,547, for 
a gain of $71,040. 

Net premiums increased by $197,679 
to $3,876,579 with a corresponding in- 
crease in the unearned premium reserve 
of $70,421 to $1,632,543. A statutory loss 
of $25,416 was reported, due in large 
measure to the increase in reserves for 
unearned premiums. 

Investment income was $277,411, slight- 
ly higher than 1959. Earnings per share 
were $2.22. It was expl ruined that the 
1960 per-share earnings are based on 
112,500 shares, instead of 75,000 shares at 
the end of 1959, A direct comparison 
with last year’s per-share earnings of 


$1.99 was, therefore, not made. The 1960 
earnings per share would have been 
$3.33 had the number of shares remained 
unchanged. Net earnings atter Federal 
income taxes of $47,994 were $1.80 a share 
in 1960. 

Operating loss of the company, which 
is managed by Talbot, Bird & Co., was 
0.03% in 1960, compared with 1.73% in 
1959. The loss and loss adjustment ex- 
pense to premiums earned was 65.23% 
and underwriting expenses written was 
34.80%. 

The company’s marine department had 
an underwriting loss of $73,140. The un- 
earned premium reserve of this depart- 
ment was increased by $52,475. The Uni- 
versal’s inland department reported a 
profit of $9,837. For the first time in 
many vears, the company reported a 
profit from the operations of its auto- 
mobile department. This profit amounted 


to $19,971. 


National Cargo Bureau Meets 


The tenth annual meeting of the Na- 
tional Cargo Bureau, Inc. was held 
March 9 in New York City. Vice Ad- 
miral G. Wauchope, executive vice pres- 
ident of Farrell Lines, Inc. and president 
of the bureau for two years, presided. 

Admiral W auchope stressed the impor- 
tance of the bureau's role in the interest 
of maritime safety pertaining to the pro- 
mulgation and administration of regula- 
tions on the stowage of dangerous and 
hazardous goods and bulk grain cargoes. 
The bureau, which is a tripartite organ- 
ization composed of government, steam- 
ship operators and marine underwriters, 
has recently been recognized by the U.S. 
Coast Guard and the U. S. Department 
of Labor to certify and inspect ships’ car- 





Pennock and Herndon 
Motors’ Vice Presidents 


Joseph W. Pennock has been elected 
vice president of Motors Insurance Cor- 
——, in charge of branch operations 
and G, Herndon, Jr. has been elected 
vice > alae in charge of claims, suc- 
ceeding Ward Randol who is_ retiring. 
MIC, a subsidiary of General Motors 
Acceptance Corporation, is an automo- 
bile physical damage insurance com- 
pany. : 

Mr. Pennock was formerly an assist- 
ant manager of branch ope rations. After 
atter iding New York University and gain- 
ing broad experience in the insurance 
field for several years, he ioined MIC 
in 1920. He served in supervisory ca- 
pacities in the East and Middle West 
including regional manager in Kansas 
City. In 1946 he was appointed assist- 
ant manager of branch operations in the 
executive oftice of MIC in New York. 

Mr. Herndon was formerly an assist- 
ant manager of branch operations. A 
graduate of the University of Texas. he 
joined MIC in 1933 in Oklahoma City. 
He served as manager of several br: inch 
offices in the Middle West and_ for 10 
years was regional manager in Detroit. 
He has been an assistant manager o! 
branch operations since 1957. 

Mr. Randol, a graduate of the Univer- 
sity of Nebraska, has been associated 
with the company for 35 years. He joined 
MIC in Kansas City and served in ex- 
ecutive capacities in various parts of the 
United States. He has been vice presi- 
dent in charge of claims since 1957. 





FIREMAN’S FUND DIVIDEND 

The Fireman’s Fund Insurance Co. has 
declared a quarterly dividend of 50¢ a 
share on the capital stock, payable Anril 
17 to stock of record March 29. 


go handling gear in compliance with cur- 
rent regulations, and is prepared to offer 
this additional service at the request and 
for the convenience of ship operators. 
National Cargo Bureau conducted al- 
most 37,000 inspections at ports through- 
out the United States during 1960. After 
presentation of annual reports, the fol- 


lowing members were elected to serve 
on the board of directors until March, 
1964: R. J. Jurgen, R. L. Maxwell, Vice 


Admiral F. M. McCarthy, USNR (Ret.), 





AMERICAN UNIVERSAL GAINS 


Assets Increased During 1960 And Also 
Premium Income; Statutory 


Profit Shown 


At the annual stockholders meeting of 
the American Universal Insurance Co., 
Providence, R. I., Maurice H. Saval, 
president, reported on the consolidated 
results of the company and its affiliate, 
Newfoundland American. Assets at De- 
cember 31, 1960 were $16,455,063 compared 
with $15,459,227 a year ago. Premiums writ- 
ten in 1960, after eliminating inter- -company 
re-insurance were $15,685, 805—an increase 
from the previous year’s $14,604,244, Net 
premiums retained were down from $7,942,- 
O11 in 1959 to $7,459,550 and net premiums 
earned were $7,988,987 compared with 
$7,422,371 in 1959. 


Mr. Saval reported that the statutory 
underwriting profit for the year was 
$130,218: investment income amounted 


to $405,012 resulting in a net operating 
profit before taxes of $535,230—up from 
$302,012 the prior vear. Policyholders’ 
surplus totaled $2,424.238 an increase of 
$247.979. from 1959's $2,176,259. 

Mr. Saval reported that the og nl s 
charter has been amended by the Rhode 
Island legislature to increase the au- 
thorized capital of the corporation from 
$2,500,000 to $5,000,000. 

At a subsequent meeting of the di- 
rectors, Roger P. Myette was promoted 
to secretary and Maurice E. Fitzgerald, 
counsel for the company. was elected an 
assistant secretary. All other officers and 
directors were re-elected. 


R. A. Murphy, R. F. Rader. J. C. UI- 
reich, Admiral Wauchope, USNR (Ret.). 
_ At the directors’ meeting the follow- 
ing were elected as officers for the ensu- 
ing year: H, Jackson. president; R. W. 
Berry, first vice president; E. A. Krato- 
vil, treasurer. 

Captain H. J. Parker 
and chief surveyor, and J. A. Cerina, vice 
president and secretary, continues to 
serve in their respective positions. 


‘vice president 
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Removal Notice 


JEFFERSON INSURANCE COMPANY 
OF NEW YORK 


Effective March 20, 1961 
Our New Home Office Address Is 


TWO PARK AVENUE 
NEW YORK 16, N. Y. 


Our New Telephone Number Is 


MUrray Hill 3-4500 
































Nevin Named Skipper of 
New York Mariners Club 


At the March meeting of the New 
York Mariners Club election of officers 
for the year 1961 was held. The new 
skipper for the coming year will be John 
W. Nevin, Appleton & Cox; mate, John 
Campbell, Jr. of R. A. Fulton Company, 
the purser, Douglas Kicklin of Crum & 
Forster and yeoman, Robert Vairo of the 
Atlantic Companies. 

E. Kermood Hawley, casualty secretary 
of the Atlantic Companies, spoke to the 
members about the new multi-peril pack- 
age policy which has been filed recently 
by the Inter- Regional Insurance Confer- 
ence in behalf of its members. The first 
policy, the motel form, was discussed 
from the point of view of the casualty 
underwriter. 

A panel discussion was held with Fred- 
erick B. North of the Marine Office of 
America, Edwin ‘Ryder of the St. Paul 
Companies, Henry Eisenreich of the 
Northern Insurance Company of New 
York and John Murphy of the Reliance 
Insurance Group handling questions. 


Factory Mutual Conference 

A meeting between West Coast policy- 
holders and the presidents of the Factory 
Mutual Companies was held in Los An- 
geles on March 9. Luncheon speakers 
included J. V. Russell, president of the 
Philadelphia Manufacturers Mutual, who 
acted as chairman; G. F. Wahl, general 
manager of the Factory Mutual engineer- 
ing division, and Ambrose B. Kelly, _ 
eral counsel of the Factory Mutuals. The 
program featured a question and answer 
period during which top management 
of the Factory Mutual Companies re- 
viewed their experience in recent years, 
recent and future changes in coverage 
and other aspects of company operations. 

The West Coast meeting is the latest 
step in the Factory Mutual program to 
establish closer contact between insur- 
ance executives and policyholders. Pol- 
icyholder advisory committees are now 
functioning in Florida and Texas. The 
joint affairs committee of the Factory 
Mutuals, which meets monthly to con- 
sider all problems of joint concern to 
these companies, is composed of chief 
executives of the Factory Mutual Com- 
panies. 


Agency Accounting 


(Continued from Page 28) 


cerned with the technical 
accounting in our agency. 

“Any of the girls in our office can 
put the information on any invoice 
which is required by R. & S. to give us 
our monthly figures. The correct coding 
of these invoices, while extremely im- 
portant, is a relatively simple job to learn 
and perform. 

“We no longer have the problem of 
worrying about losing or having to re- 
place a bookkeeper. We no longer have 
the problem of being concerned about 
hitting a peak time of the month or year 
and being backlogged with bookkeeping 
work. 

“There are no capital expenditures 
involved at any time. We gained the 
space required originally for our hook- 


aspects ot 


keeping department. The expense factor 
has been kept to a minimum. 
“We no longer have to worry about 


increased problems in the bookkeeping 
department as a result of increased 


business growth. 

“Ultimately, we believe this system 
can do much to offset the much _ be- 
labored and much abused and much 


misunderstood subject of direct billing. 

“The special sub-committee of the 
agency management committee, will 
continue to investigate mechanized 


agency bookkeeping, F gpcar wrong. with 
reference to the R. & S. system of auto- 
mated agency accounting. We plan to 


give special attention to the application 
of this system to local boards and 
other interested groups of member 


agents, as well as the adoption of such 
a system by 


individual agencies. 
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Nationwide’s Policyholder Advisors 
View “Economic Democracy’ at Work 


By Stoney S. WHIPPLE 


There is a joke now current in Colum- 
bus, Ohio that JFK means: “Jobs For 
Kinfolks.” In Franklin County, seat of 
the state capitol, where cigar stores 
keep “Playboy” Magazine under glass 
and the probability of a Sullivan-Paar 
debate stirs the imagination more than 
a Kennedy-Khrushchevy pow wow, there 
appears to be only one man more rec- 
vered than than Sen. Barry Goldwater— 
and that man is a Democrat 

When Murray D. Lincoln, ‘Nationwide 
Corp. president, arose to make the fea- 
ture address March 16 at Nat ionwide's 
tenth ‘annual policyholders advisors’ con- 
ference, he was greeted—and with good 
eason—by a standing ovation 

Under Mr. Lincoln’s cooperative phi- 
losophy of “getting everyone off the side- 
lines and into the game,” Nationwide 
in 35 years has become one of the 
country’s leading multiple line insurers 
But more important to him, the cor- 
poration has gone a long way towards 
building “an economic democracy.” 

Ask Mr. Lincoln or one of his many 
devotees what this means and you may end 
up being taken to dinner. A quicker way 
is to look at the corporat ion’s peripatetic 
activities during 1960, 


Provided Leadership for CARE 
Last year Nationwide 
provi de leadership for CARE (“A cooper- 
ative,” Mr. Lincoln, its bi a chairman, 
declares, “in its own right”) and Nation- 
wide employes and nn contributed 
funds to support a self-help program for 
young people in Central America. The 
orporation also: 
Strengthened 
putting up an 
communism in 
hrough the 


yore to 


Italian cooperatives in 
economic fight against 
that country; promoted 
International Cooperative 
Alliance—a federation of cooperatives in 
some 3) countries with a membership of 
1530 million families—the activation of 


a fund to be used in organizing and 
leveloping co-ops in areas of need 
throughout the world; launched a project 

» set up additional cooperative insur- 


ance facilities in nations ~ all con- 


tinents; assumed risks, through reinsur- 
ance in all 53O states, all the provinces of 
Canada, and 25 nations in Asia, Africa, 
I moe and Latin America 

: corporation researched and _ pre- 
sal material for use by the Kennedy 
\dasinistration in carrying out a Food 
for Peace plan that will not only use 

plus farm products in behalf of 
umanity and peace “but will also set up 
a permanent self-help program that can 
volutionize mace in newly devel- 
oping areas, and redoubled efforts in its 
wn territory to provide opportunities 
for policyholders to have more of a 
voice in planning policies and setting 
lirections 

“We are now says Mr 
Lincoln with a smile, “of buying out the 
4. & P.”. Whatever his next move, it 
is more than likely that the 92 men 
and women chosen to represent Nation- 

de policvholders last week in Columbus 
will back him up all the way 

“IT hope he doesn’t stray too far from 
his prepared speech,” said Dave Hess 
a young man in Nationwide’s press rela- 
tions department as Nationwide Life 
President Paul D. Grady was introduc- 
ing Mr. Lincoln. “I’ve already worked 
up a news release,” he explained 

As it turned out, Mr. Lincoln that day 


had little use for the text before him. 





thinking 


interest had settled on 
the revolution taking place around the 
world. He asserted that “this generation 
has a great privilege as well as respon- 
ibili hat of learning to live with 


His mercurial 





npr 
Spending Your Money Wisely 

A large part of this responsibility con- 
sists in spending one’s money wisely. 
That is where Mr. Lincoln and Nation- 
wide come in. “To put it in a nutshell,” 
he told policyholders and agents last 
week, “we who manage your companies 
want to use your money to do things you 
want done, and spend the money the way 
you want it spent. 

To date, Nationwide and its 
holders (largely f 
of the United 
un how they 
What will 


tionwide 


policy- 
from the rural sections 
States) have concurred 
want their money spent. 
happen, however, when Na- 
carries its philosophic fight to 


the indifferent cities of melting-pot 
popul itions ? 

“Don’t get me wrong,” says Public 
Relations Vice President Calvin Kytle, 


don’t think our. cooperative movement 
is doomed to fail on a countrywide 
basis. But naturally, I am dubious.” 

oj Kytle, a slow-talking southerner 
who seems to temper his corporation’s 
nae enthusiasm, is largely responsible 
for a movie, “The Fur Lined Foxhole.” 
Currently being shown to civic groups 
around the country, the film is subtitled, 
“An Argument for Economic Democ- 
racy 

Policvholders and 
filam at 


agents viewing the 
Nationwide Inn where the con- 


held 


ference was 


were enthusiastic in 
their response. Artistically, it compares 
favor rably with short subjects currently 
being coupled with foreign films in 





Saenelal Village art theatres. 
Through a series of domestic 
and Robert Osborn cartoons the movie 
“seeks to rout apathy and indifference 
by showing how the individual or the 
group can again have a voice in deter- 
mining what goes on in the world.” Or, 
as Mr. Kytle succine tly describes the 
film: “It’s loaded with hidden meanings.” 
Alacrity at the Management Panel 
If apathy exists it certainly is not with 
Nationwide policyholders. During a man- 
agement panel Thursday afternoon (March 
16) they fired away with alacrity at Nation- 

wide depart ment heads 

“What's being done about NACA (Na- 
tional Association of Claimant’s At- 
torneys) ?” asked John C. Mull of Salem, 
Oregon. “They’re out to get unfair claims 
Is anvthing being done to stop them?” 

“Who wants to answer that one?” 
drawled Mr. Grady who was chairman 
of the panel. A hand went up in back. 
A movie camera filming the proceedings 

like the Japanese, Nationwide seems to 
be camera crazy—turned slowly on its 
dolly and focused on vice president 
general counsel, P. L. Thornbury. 

“The insurance industry.” Mr. Thor 
bury told Mr. Mull, “has a program in 
vhich they are trying to teach plaintiffs’ 
counsels a few tricks of the trade, you 
might say it’s tit for tat.” The 


scenes 








group 
laughed appreciativelv. “We are also 
working to inform the public, who is 


really paying the bill.” he added when 
the laughter had subsided. “And we are 
supporting legislation to curb these high 
awards wherever and whenever we can.” 
Several times that afternoon Vice 
(Continued on Page 34) 


Casualty Insurance Groups 
Broaden Arbitration Plan 


A broader special arbitration agree- 
ment, designed to ease court congestion, 
has been made available to the casualty 
insurance industry throughout the nation 
after its success was proven in a pilot 
project in the New York metropolitan 
area, 

Special arbitration provides the facil- 
ity through which signatory companies 
in defined areas of inter-company dispute 
can resolve their differences rather than 
go to trial in third party liability matters. 

The arbitration agreement has been in 
effect in the five boroughs of New York 
City — Westchester, Nassau and Suf- 
folk Counties since 1957 and has proven 
a successful method of settling many 
claims without going to trial, M. Morgan 
Woods, claims manager of the Associa- 
tion of Surety and Casualty Companies, 
said. 

Member companies of the 
the National Association of Mutual Cas- 
ualty Companies are cooperating in 
broadening the special arbitration com- 
mittee to the entire nation. Announce- 
ment of the broadened plan has been 
nthusiastically received, Mr. Woods 
said. The mechanics oe the expanded 
project are expected to be completed by 
summer. Present thinking is for the 
establishment of specis il arbitration com- 
ee in Atlanta, Chicago, Los Angeles, 
Newark, Philadelphia and San F 

Mr. Woods said the 
encouraged to study and adopt these 
revisions because of growing interest 
expressed by the judiciary, claims men 
and defense attorneys in other areas of 
the United States as to the possiblity of 
extending special arbitration facilities as 
an additional means for relief of 
congested court a and as a tool 
for the claim men and defense attorneys 
in the disposition of troublesome and 
expensive litigation.” 


ACSC and 


rancisco. 


committee “was 


N. Y. AFL-CIO Fights for 
Right of Impartial Referee 


The New York State AFL-CIO will 
institute injunctive court action to pre- 
vent destruction of the rights of injured 
workers under the state’s workmen's 
mpensation law. This was announced 
ina telegram to Governor Rockefeller 
by Harold C. Hanover, president of the 
New York State AFL-CIO, at the end of 
a recent emergency conference in Al- 
bany. He made clear that the State’s 
AFL-CIO is resolved to stop the further 
erosion and emasculation of the 
pensation law “by an administrator who 
is blind to the needs of the injured 
worker and the community’s welfare.” 


com- 


The immediate cause of this 
is a change in the procedure which the 
chairman of the Compensation Board is 
instituting in April. This will result in 

denial to a claimant to have his case 
heard by an impartial referee. Such a 
denial, says the AFL-CIO, is not only 
contrary to the expressed provisions of 
the compensation law but a violation of 
the basic right of due process guaran- 
teed by the Constitution. 


action 





Sianemeeiilinn.: Reading 
Merger Effective June 30 


The boards of directors of the Hanover 
Insurance Co. and the Massachusetts 
‘ . Aueeernggae 

sonding announced on March 20 the 
approval of merger terms to be effective 
June 30, 1961, subject to approval of 
kl regulatory author- 


stockholders and state 


ities. 

Under the terms of the merger each 
share of Massachusetts Bonding will 
exchanged for one share of the Hanover. 

James L. Dorris will become president 
and chief executive officer, A. Lawrence 
Peirson, Jr. will become chairman of the 
board, and Donald Falvey will serve as 
honorary chairman of the board of the 
continuing company. Mr. Dorris is presi- 
dent of The Hanover and Messrs. Peir- 
son and Falvey are president and chair- 
man, respectively, of Massachusetts 
Bonding. 


Lewis C. Ryan Heads 
Defense Research Body 


PROMINENT SYRACUSE LAWYER 


Nationwide Defense Lawyers’ Institute 
Stems From Insurance Counsel 
Assn.; Its Aims, Activities 


Lewis C. Ryan, prominent insurance 
attorney of Syracuse, N. Y., a past presi- 
dent of New York State Bar Association 
and past chairman of the American Col- 
lege of Trial Lawyers, was recently 
elected president of The Defense Re- 
search Institute, Inc., a non-profit organ- 
ization whose purpose is to increase the 
knowledge and improve the skills of de- 
fcnse lawyers and to promote improve- 
ments in the administration of justice. 

Mr. Ryan told The Eastern Underwriter 
last week that The Defense Research 
Institute is an outgrowth of eight years 
of study and planning by committees of 
the International Association of Insur- 
ance Counsel. Already it has enthusiastic 
membership of defense lawyers in all 
parts of the country as well as insur- 
ance company counsels and claim depart- 
ment heads. All are convinced that DRI 
will be an increasing influence for the 
better in the much needed fight against 
uniust, unfair and improper trial tech 
niques as used by same plaintiffs’ at- 
torneys. 

\ctually the DRI is shaping up as a 
nation—wide defense lawyers’ organiza- 
tion “as an answer to the tactics of the 
National Association of Claimants’ Com- 
pensation Attorneys.” 


Officers of Defense Research Institute 


Associated with Mr 
rf DRI are Stanley C 


Ryan as officers 
Morris, Charles- 





W. Va., board chairman; Kraft W 
Kidman, Houston, vice president; George 
McD. Schlotthauer. Madison, Wis., sec- 


etary-treasurer, and the following direc- 
tors: Forrest A. Be'ts. Los Angeles; 


Payne Karr, Seattle; William E. Knep- 
per, Columbus, ©.; Denman Moody, 
Houston; Charles E. Pledger, Jr., Wash- 
ington, D C ; Wayne E. Stichter r, Toledo, 


and as DRI general manager, Charles A 
Lee, Jr., Syracuse, N. 

Of particular to casualty insurance 
people is the fact that the DRI will serve 
as a clearing house for information on 
proposed legislative and court rule 
changes “which may adversely affect 
millions of loss payers, the legal profes- 
sion and the insurance industry.” It is 
also publishing ten months out of the 
vear the newsletter, “For the Defense,” 
formerly issued by the International As- 
sociation of Insurance Counsel. In ad- 
dition, DRI pledges its cooperation with 
a “brief bank” set up by casualty in- 
surers to furnish attorneys with defense 
material. 


Liaison and Educational Activity 


In its liaison work The Defense Re- 
search Institute will perform the follow- 
ing service: 

1, Aid the formation of local groups of defense 
lawyers and co-operate in the exchange of in- 
formation beneficial to defense interests. 

2. Maintain liaison with other lawyer organiza- 
tions with a view to promoting all proper par 


ticipation by defense lawyers in such groups 
and their programs. 

3. Seek to improve relations between defense 
lawyers and the medical profession and sponsor, 
activities for 


in the public interest, co-operative 


their mutual benefit. 


Among its educational activities DRI 
will (1) seek to develop, in co-operation 
with accredited law schools, a program 
of education in insurance law and in 
defense procedures in insurance and re- 
lated litigation. 

2. Initiate and conduct a nationwide 
public information program with the 
objectives (a) that every injured plain- 
tiff shall have a prompt, just and fair 
trial, no more and no less, and (b) to 
make clear that every injury verdict and 
judgment is paid either by the home 
town dollars of the uninsured defendant 
or by the home town dollars of the 


(Continued on Page 31) 
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15th Milestone with F. & D. 


For Lewis and Buonomo 


Charles C. Lewis, Jr. and D. R. Buo- 
nomo, co-managers of the judicial de- 
partment in the New York office of Fi- 
delity & Deposit, recently observed their 
15th anniversaries with the company. 
They are both well regarded in the 
judicial bond market and under their 
supervision the F. & D. writes a size- 
able volume of this class of business in 
the New York area. 


Mr. Lewis, a graduate of St. John’s 
University School of Commerce and St. 
John’s Law School, took post graduate 
work to obtain his J.S.D. degree, His 
first insurance post was with the 
US.F. & G.’s New York office in the 
trust department. After 5% years he 
went into the U. S. Army for three years’ 
service. Upon his return he joined the 
F. & D. as an underwriter, then was 
promoted to managership of the trust 
department. In 1952 he was named co- 
0 ag with Mr. Buonomo of the New 

York judicial department. 


Mr. Buonomo is also a graduate of St. 
John’s University Law School. He spent 
16 years in the New York office of 
U.S.F. & G., starting as an office boy 
and serving successively in the trust, 
claims and law departments. When he 
resigned to join the F. & D. he was an 
attorney for U.S.F. & G. 

In the F. & D. he was manager of the 


MASSACHUSETTS BONDING AND 


CASH IN BANKS AND OFFICES 
UNITED STATES GOVERNMENT BONDS 
STATE AND MUNICIPAL BONDS 


OTHER BONDS 
PREFERRED STOCKS 


COMMON STOCKS . 


REAL ESTATE 


PREMIUMS RECEIVABLE 


OTHER ASSETS . 


TOTAL ADMITTED ASSETS 


RESERVE FOR CLAIMS . 
RESERVE FOR UNEARNED PREMIUMS . 


OTHER LIABILITIES - 


TOTAL LIABILITIES EXCEPT CAPITAL 


CAPITAL ......... 


UNASSIGNED FUNDS (Surplus)... | 
SURPLUS TO POLICYHOLDERS 


TOTAL 


ALL SECURITIES HAVE BEEN VALUED IN ACCORDANCE WITH THE REQUIREMENTS OF THE NATIONAL ASSOCI- 
ATION OF INSURANCE COMMISSIONERS. VARIOUS BONDS ARE DEPOSITED WITH SEVERAL STATES AS REQUIRED 
BY LAW. ON THE BASIS OF ACTUAL MARKET VALUES, SURPLUS TO POLICYHOLDERS WOULD HAVE BEEN $20,- 
1960 AND $19,044,278.26 ON DECEMBER 31, 1959. 


990,260.82 ON DECEMBER 31, 


Georgia Drivers to Get 


Safe Driver Insurance Plan 


A “safe driver” insurance plan, under 
which motorists will pay automobile in- 
surance rates based on their driving 
records, has been approved for Georgia 
by Insurance Commissioner Zack Cravey. 


The plan is being offered by the Na- 
tional Bureau of Casualty Underwriters 
and the National Automobile Under- 
writers Association on behalf of their 
more than 200 member and subscriber 
companies writing automobile insurance 
in the state. 


The Insurance Information Institute 
reported that Georgia is the 3th state 
to adopt the plan as proposed by these 
two national rating organizations. 

Insurance Commissioner Zack D. 
Cravey mgs that the State Department 
of Public Safety has estimated that ap- 
proximately 82% of Georgia’s drivers 
would be eligible for the 15% “safe 
driver” discount. 


Commissioner Cravey approved at the 


same time the 84% average upward 
rate adjustment, on which the safe- 
driver plan was based, and the special 


automobile policy. 


court bond division in New York before 
his promotion to co-manager of the 
judicial department. He had four years’ 
service in the Army during World War 


AND SUBSIDIARY 


FINANCIAL STATEMENT 
DECEMBER 31. 
ASSETS 


1960 


LIABILITIES 


sevssesesseseceeseeeeeee $32,945,314.00 
|6,779,397.74 
3,069,061.45 
$52,793,773.19 


shes .... $ 2,500,000.00 
19 TASIA2! 


INSURANCE COMPANY 


$ 2,493,801.38 
16,914,659.29 
25,606,089.77 
3,791 ,961.48 
4,372,300.00 
1 1,256,801.00 
2,193,727.38 
4,130,464.85 
4,268,482.25 
$75,028 ,287.40 


$22,234,514.21 
$75,028,287.40 


Angela Parisi, Member of 
N. Y. Comp. Board Dies 


Angela R. Parisi, in private life the 
wife of New York lawyer, Leo Louison, 
died March 20 of cancer. Miss Parisi, 
46, was a member of the Workmen’s 
Compensation Board and a leader in state 
Democratic party activities. 

A graduate of St. John’s College in 
Brooklyn and the Brooklyn Law School, 
Miss Parisi practiced law with the firm 
of Parisi, Nemser & Louison in Brooklyn. 
In 1955 Gov. Harriman appointed her 


chairman of the Workmen’s Compensa- 
tion. 


Besides ther husband she is survived 
by two sons, a sister and a brother. 


Banker R. H. Chamberlin 
Joins Amer. Surety’s Board 


Robert H. Chamberlin manager of 
3rown Brothers Harriman & Co., private 
bankers, New York, was elected a direc- 
tor of the American Surety member 
of Transamerica Insurance Group at a 
meeting of its directors March 21. 


Mr. Chamberlin has occupied his pres- 
ent post since 1949 and is responsible for 
the bank’s program of investment co- 
operation with its domestic banking 
correspondents. 





Reliance Names Schofield 

Hervey W. Schofield, Jr. has been ap- 
pointed casualty special agent for Phil- 
adelphia and Delaware counties. He 
succeeds T. H. Davis who assumes en- 
larged duties in New Jersey. For the 
past five years Mr. Schofield has served 
Reliance in important underwriting posi- 
tions in its Philadelphia branch office. 


Ryan's New Pi Post 


(Continued from Pagé 30) 


casualty insurance premium 
the appropriate rating area. 
3. Help organize speakers bureaus and 
supply material to speakers to 
further the objectives of DRI. 
Finally, the public service aspects of 
DRI’s work includes cooperation with 
safety programs designed to reduce in- 


payers of 


help 


juries and losses as a result of highway 
accidents and other casualties; develop 
and maintain methods of safeguarding 
the casualty insurance premium-paying 
public against fraudulent, unjust and 
excessive loss payments ...; study causes 
of court congestion and delays in civil 
litigation, and support and work to im- 
prove the adversary system of juris- 
prudence. 


LINES OF BUSINESS 


CASUALTY INSURANCE 
ACCIDENT AND HEALTH 
AUTOMOBILE BODILY INJURY 
AUTOMOBILE PROPERTY DAMAGE 
AUTOMOBILE PHYSICAL DAMAGE 
AVIATION 

BURGLARY AND THEFT 

GLASS 


MISCELLANEOUS LIABILITY AND 
PROPERTY DAMAGE 


WORKMEN'S COMPENSATION 


FIRE INSURANCE 
FIRE AND ALLIED LINES 


BONDS 


COURT — FIDELITY — FIDUCIARY 
FORGERY — LICENSE & PERMIT 
PUBLIC OFFICIAL— SURETY 


PROMPT SERVICE 
COMPLETE 
PROTECTION 
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Joe Kirby Points to 1960 
Western Surety Gains 


UNDERWRITING iG PROFIT $945,897 


Assets Now Up to > $9,233,775; 1960 Prem. 
Volume Ahead 22.9% to $5,270,422; 
Surplus Increased 12% 

Joe Kirby, 1 wetbont of Western Surety 
of Sioux Falls, S. D., in his recent annual 
report to agents and stockholders on the 
1960 results, pointed to an “excellent 

financial condition” at the year-end. 

Net premium volume of $5,270,422 
represented a 229% gain over 1959. At- 
testing to the quality of this business, 
the Western Surety showed an under- 
writing profit for the year of $954,897 
Overall loss and expense ratio was 
81.3% 

In its December 31 statement the com- 
pany showed admitted assets of $9,233,775 
of which $8,321,911 were in U.S. Govern- 
state and municipal bonds and 
stocks. Growth in assets has been steady 
since Western Surety’s inception in 1960 
Reflecting this advance, the assets at the 
close of 1940 were $4,060,564 compared 
with 1960 year-end figure of $9,233,775 

Referring to the company’s underwrit- 
ng philosophy in his report, President 
Kirby stressed that it had always been 
along ultra-conservative lines. He pledged 
to agents and stockholders a continuance 
of this policy “so that the companv may 
remain in the best financial condition.” 

As of last December 31 the company’s 
surplus stood at $2,626,992, an increase 
~§ 12% over 1959. Surplus to policy 
holders totaled $4,626,992 at the year-end 
The company is licensed in 35 states and 
the District of Columbia, including the 
five eastern states of Pennsylvama, 
Maryland, Delaware. New Jersey and 
Connecticut. It also has a certificate of 
authority from the U.S. Treasury De- 





irtinent 


THREE H. O. PROMOTIONS MADE 


Employers Mutual Casualty in 50th Year 
Has Assets of $55 Million; to Ob- 


serve Milestone April 24 


Promotions of three officers at the 
nnual meeting of Employers Mutual 
Casualty of Des Moines are announced 
by |. W. Gunn, president, as follows: 

Two new vice pre sidents are R ] 
Lemley and Rk. B. Wellman. Mr. Lem- 
ley was formerly assistant secretary, and 


Mr. Wellman was formerly 
vice president. J. S. Roehr, with the com 
1940, was promoted to assist- 


ant secretary 


assistant 


pany since 


President Gunn reported the company 
paid over 125,000 claims in 1900. Assets 
tu Seaton the $55 million mark and_ pre- 
muums written increased to over $41 mil- 
lion 


Mutual is 
anniversary this 
servance will center 
the home office and 
\pril 24 

Founded in 1911 to write 
mpensation, Employers 
vrites a complete general 
asualty insurance and 
approximately 900 employes and 4,000 
agents subsidiary, EMCASCO Insur- 
ance Co., writes low-cost automobile 
insurance and has the same officers and 


celebrating its 
year, which ob- 
around activities at 
all branch offices on 


Empk vers 
nh 


workmen's 

Mutual now 
line of fire and 
bonds It has 


agents as Employers Mutual 

Directors re-elected at the annual 
meeting were E. C. Booth, Marshall- 
town, la.; John W. Gunn, W. Z. Proctor, 


Robb B 
of Des 
clected 


Kelley and Carl Muelhaupt, all 
Moines All officers were re- 


SCHNEIDER PROMOTED IN H. O. 

Eugene H. Schneider of Standard Ac- 
cident has been named manager of the 
home office general accounting depart- 
ment. Mr. Schneider, who joined Stand- 
ard Accident in 1946, has served as a 


senior accounting clerk and supervisor 
of the home office accounting depart- 
ment, respectively, for the past 11 years. 


FEAR NUCLEAR ROCKET DAMAGE 
C. C. Vogel, Former AEC Attorney, Re- 


quests Excess Coverage Protection 
Against Possible Liab. Losses 

Extension of the Price-Anderson reac- 
tor indemnity statute to provide Govern- 
ment excess-coverage protection against 
liability losses arising from the utiliza- 
tion of nuclear energy in space and the 
operation of U.S . Government atomic 
installations outside of this country was 
recommended to Congress recently by 
a leading legal expert in the field. 

Clark C. Vogel, assistant general coun- 
sel of the Martin Co., and former Atomic 
Energy Commission attorney, told the 
Joint Atomic Energy Committee that 
these two types of nuclear activity were 
not contemplated when the excess-cover- 


age indemnity amendments were added 
to the atomic energy act several years 
avo 


The Price-Anderson statute, 
out, limited the definition of the term 
“nuclear incident” to occurrences within 
the United States and thereby excluded 
coverage outside this country. 


: : 
he pointed 


As a part of the RIFT program (Reac- 


tor in Flight Test), “study contracts on 
the requirements of nuclear rocket flight 
test program for the Rover engine have 


already been completed for the Nz ational 
Aeronautics and Space Administration, 
Mr. Vogel pointed out 


“NASA has announced that the first 
flight employing a nuclear rocket is 
planned for 1965,” he stated. and “NASA 


has also noted that the flight test for a 
nuclear rocket might involve boosting 
the rocket into orbit, pomowed by an 
orbital start-up and testing under care- 
fully controlled conditions chat simulate 
a long-range mission 

“Every effort is being made to enhance 
the safety of the nuclear rocket and to 
preclude the possibility of random im- 
pact of the vehicle or the reactor on the 
earth's surface. Nevertheless,” Mr. Vogel 
dcciared, “we can never completely rule 
out the possibility (as distinguished from 
even a remote probability) that fission 
products or significant portions of the 
hardware itself might re-enter the atmo- 
sphere in such a way as to cause damage 
to persons or property outside the United 
States 

“The problem of the uncontrolled re- 
entry of space systems is not limited to 
the nuclear energy field, but is generally 
recognized throughout the missile and 
space industry as one of increasing 
urgency, with the additional risk pres- 
ented by the nuclear hazard merely 
compounding the problem,” Mr. Vogel 
told the committee 


Hudson County (N.J.) Holds 
Annual “I” Day Meeting 


Hudson County (N. J.) Association of 
Insurance Agents concentrated on a 
major problem of the industry—Automo- 
bile Meritt Rating—in staging its annual 
lnisurance Day March 22 at Hotel Plaza, 
Jersey City, N. J 

Moderated by Ira F 


Weisbart, CLU- 


CPCU, a member of the Paul Weisbart 
Insurance Agency, Jersey City, who is 
past pre sident of the New Jersey Asso- 


ciation of Insurance Agents, the pro 
gram featured addresses on “ Auto Merit- 
Demerit—the Future” by three speakers. 

Representing the companies was Wil- 
liam H. Brewster, special assistant to 
William Leslie, Ir., general manager, Na- 
tional Bureau of Casualty Underwriters 

Ned J. Parsekian, acting director, New 
Jersey Department of Motor Vehicles. 
spoke on the subject for his division, and 
Milton H. Grannatt, past president of 
the New Jersey Association, spoke on 
behalf of the agents of the state. 

It is known that the National Bureau 
has filed its safe driver insurance plan 
with Charles R. Howell. state Com- 
missioner of Banking and Insurance, but 
has given no indication as to when the 
program will go into effect. 

Melvin Sturz, president of the Hudson 
County Association, presided at the “I” 
Day meeting. 


Blanket Excess Liability Insurance 
Here to Stay, Johnson of INA Asserts 


Blanket catastrophe liability insurance time. 


is here to stay, declared Joseph E. 
CPCU, assistant secretary, In- 
surance Co. of North America, in speak- 
ing recently in Philadelphia before the 
Delaware Valley Chapter of American 
Society of Insurance Management, Inc. 

Underwriters who do well in this class 
of business will be those who, despite the 
pressures of competition, take the time 
and make the effort to appraise the risks 
assumed with considerable care, and 
price them accordingly, he asserted in his 
address. 


Johnson, 


Mr. Johnson traced the background 
of excess liability insurance and com- 
pared the format of earlier policies to 


those now available in the current do- 
mestic and foreign markets. He dis- 
cussed INA’s blanket catastrophe lia- 
bility policy, the BIG TOP, and_ the 
various forms of “umbrella” coverages 
being offered by other carriers. 


The “Drop Down” Feature 


Mr. Johnson also commented on the 
so-called “drop down” feature—the spe- 
cial identifying characteristic of the 
blanket catastrophe policy. This feature, 
he said, has been coming into play not 
only in areas where actual coverage was 
intended to be afforded over gaps in pri- 
mary insurance, but also in ways un- 
planned by the excess underwriters. It 
has been growing out of differences in 
the terms and conditions of the primary 
policies and the catastrophe cover—dif- 
ferences that obviously can be expected 
to breed controversial claim situations 
INA, with this problem in mind, employs 
language familiar to American agents 
and brokers where possible, he explained. 

Since editorial deficiencies can lead to 
ditheult claims situations, Mr. Johnson 
supported the concept that primary and 
blanket catastrophe liability policy word- 
ings should at least descend from the 
same family tree. 

The “umbrella” policy, as originally in- 
troduced some six or seven years ago by 
the foreign market, appealed to the large 
buyer of insurance by giving superior 
protection and perhaps higher limits for 
the same or lower premium, the speaker 
observed. “An insured was induced 
to cut back his sound program of insur- 
ance to ridiculously low limits of liability, 
allowing the new policy to provide not 
only high limits of liability, but to fill vir- 
tually all gaps in his insurance program. 
This scheme successfully cracked the 
domestic market's increased limits tables, 
and, at the same time, provided for 
broader coverage. 


“Unfortunately, the original purpose of 
the umbrella policy was defeated. The 
umbrella came to serve the pur- 
pose of primary insurance because of 
the prevailing low levels of underlying 
coverage. It was only a matter of time 
before poor underwriting results caught 
up to those underwriters who were issu- 
ing this type of business on an unsound 
yaSis. 


soon 


“An underwriter has only so many cents 
in the dollar with which to pay 
and about a year ago some underwriters 
came to the agonizing realization that the 
party was over. Not only were some of 
the early underwriters insisting that in- 
sarede again carry proper primary limits 
of liability, but policy forms were re- 
vised to provide coverage which would 
not sweep in the so-called non-insurable 
business-type loss,” he pointed out. 


losses, 


Domestic Market Capacity Much Larger 


During the past 12 months, the blanket 
catastrophe liability insurance market in 
this country and abroad began offe ring 
the type policy which should have orig- 
inally been made available, Mr. Johnson 
said. The domestic market's capacity has 


increased significantly during the past 
year or two as several liability under- 
writers entered the field for the first 


Other markets are expected to fol- 
low, he said, 

The insurance buyer and the entire in- 
surance industry are benefited by the 
entrance ofa greater number of carriers 
in the excess field as long as each such 
carrier is willing and able to contribut« 
to the stability of the market, he con- 
tinued. The real development in the 
excess field is still ahead. He predicted 
that the underwriters will eventually pro- 
duce a policy which will include not only 
all or most casualty insurances, but will 
also package within one contract a var- 
iety of casualty, fire and marine cover- 
ages. This will truly be multiple-line 
underwriting, he concluded. 


Guarantee Mutual to Go 
On Full Deviated Basis 


H. Ladd Plumley, chairman of the 
board of Guarantee Mutual of Worces 
ter, Mass., and Clifford A. Peterson, 
president, say in a joint report to policy- 
holders that ‘ ‘the financial results during 
the past year have been most satisfac- 
tory. Company assets now exceed $2,500,- 
QW an increase of 4.3% above the previ- 
ous year, while surplus amounts to $1,- 
268,000 and &4% rise over 1959. 

“We believe Guarantee can better 
serve the public and its agents by chang- 
ing its methods of operation to a 100% 
deviated bas.s,” the report continued. 

“Price has become a major factor in 
the mass market. Therefore, the com- 
pany will operate on a deviated basis in 
all the New England states effective 
March 1.” 

Policyholders were told that in order 
to make the change as efficiently as 


possible, Guarantee Mutual will work 
more closely with Worcester Mutual 
Fire. “We have also rearranged our 


reinsurance on a joint basis,” the re- 
port stated, “by pooling the premium 
production of the two companies.” (Wor- 
cester Mutual operates as a dividend 
company. The two firms recently an- 
nounced that they were coordinating 
their sales activities.) 

Gross premiums written by Guarantee 
Mutual in 1960 totaled $1,552,000 up 2% 
from the previous year. Losses incurred 
were $427,000, while more than $99,000 
in dividends were paid. The company’s 
earned loss ratio, including adjustment 
expense, was 41.9%, 


Ball Elected President of 
Markel Service; Flax Named 


George F. Ball has been elected presi- 
dent and general manager of Markel 
Service of Canada, Ltd., the Toronto- 
based subsidiary of Markel Service, Inc., 

Richmond, Va. Markel Service pione ered 
the truck and bus insurance field over 
30 years ago and it's Canadian affiliate 
provides the same facilities and services 
to Canadia motor transport operators. 


The announcement was made by Lewis 
Cc Markel, chairman of the board of both 
ag ere and the previous president of 
the Canadian firm. 

A native of Cleveland, Mr. Ball be- 
came associated with Markel Service, 
Inc. in 1927, He was general claims super- 
visor in the home office of the company 
until 1951, when he was named vice 
president ‘and general manager of the 
newly formed Canadian affiliate. 

Mr. Markel also announced the election 
of Harold L. Flax as resident vice presi- 
dent of Markel Service of Canada in 
Calgary, Alberta. Formerly manager of 
eastern Canadian operations in Montreal, 
Mr. Flax has managed the firm’s west- 
ern operations since September, 1960, He 
was first employed in the legal depart- 
ment of the parent company in 1949, 
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A Stock Company 


| Annual Financial Statement 


December 31, 1960 


ADMITTED ASSETS 




















| Cash on Hand and in Banks ....... SN aN RI ee NT wee 1,678,594.54 
| Bonds ........ snsiindeiedin sinha italiane were 19,853,993.09* 
| STII distal scasetiteccdaiadeiabisiniaieihnsiiiaiaaibinchbamsianipbinsainenidanttin saihiinitaaidaes 1,740,500.00** 
| Accrued Interest .................... edhe eines saniendiiene iteetiidebpadi ils 132,898.41 
Premiums in Course of Collection (Under 90 Days) ...... wee —1,542,530.23 
Other Admitted Assets ................:scccceeeeees shabby iidatianiopibaiuitiai 36,816.74 
ES selene aadechsliecsceiintinsiaathtallinsnpeadineinebigehndeashanliniia $24,985,333.01 
LIABILITIES 
Reserve for Losses and Loss Expense ....... seietieisionenn seseeesereeeeees 914,004,394.85 
Reserve for Unearned Premiums ..............c:ccccssccccsssssesesseeseneeee — 4,564,891.97 
Reserve for All Other Liabilities ............. shichiicientincilindusiinaiibaiiteiaaiani 429,371.45 
I einititemicieniansie socinitdisiiahennasinlbcniiemneiibinin w+. $1,200,000.00 
PGI wnescccevscensnssvenenscancsvocsnenecessenesessccnsccecessensces GaN 
Surplus to Policyholders ............. paenaneneemssnneanont saeeemineibiimaeniee 5,986,674.74 
SII ininsicipassenenihiactatuidsniisllinleuaide iain ne cinihsaneenibaaidaenl $24,985,333.01 





*Amortized value. 
Bonds carried at $633,718.25 in the above statement are deposited as reuired by law. 


**Market value. 


HOME OFFICE: 1790 BROADWAY, NEW YORK 19, N. Y. 





BRANCH OFFICES 


Insurance Written Through Agents & Brokers Only | 


| PHILADELPHIA NEWARK CHICAGO 
Mall Bldg., Chestnut & 4th Sts. Raymond Commerce Bldg. 309 W. Jackson Blvd. 
Philadelphia 6, Pa. Newark 2, N. J. Chicago 6, III. 

PITTSBURGH MINNEAPOLIS LEXINGTON 
601 W. Gen. Robinson St. 3118 East Lake St. 628 E. Main St. 

| Pittsburgh 12, Pa. Minneapolis, Minn. Lexington, Ky. 

| RUSTON JACKSONVILLE CORAL GABLES 

| 600 N. Trenton P. O. Box 927 932 Ponce deLeon 

| Ruston, La. Jacksonville, Fla. Coral Gables, Fla. 

| 

| 
































ass eae 





Page 34 








March 24, 1961 








NBCU Has Helped 
Create Orderly Market 


SAYS LESLIE IN “IN LOS ANGELES 
Bureau General Manager Discusses Rate 
Regulations, Proposed Bill Being 
Considered by the NAIC 


Representing a large segment of the 
casualty insurance business, the Na- 
tional Bureau of Casualty Underwriters 
has helped to create an orderly insurance 
market and has served as a stabilizing 
influence in this market, William Leslie, 
Ir., general manager, recently stated. 

Pi oom before a heme heon meeting of 

he Insurance Association of Los Angeles 
on “The National Bureau Today,” Mr. 
Leslie pointed out that bureau “was 
founded prior to rate regulation upon the 
premise that collaboration among casu- 
alty insurers was necessary in order to 
collect meaningful statistics and _ to 
develop reasonable rates.” 

By pooling statistics of reporting com- 
panies, he explained, the National Bureau 
creates a body of experience of sufficient 
size to be significant for the establish- 
ment of proper rates by coverag 
fication and territory 


e, classi- 


Laws Recognize Need to Pool Data 


‘The rate regulatory laws have since 
recognized this need of companies to 
po | their statistics and to cooper _ in 
he establishment of rates,” he said. “If 
every carrier were to depend entirely on 
its own data for rate making then no 
matter how much the statistical con- 
clusions were tempered by judgment, 


there would probably result for all except 
the very largest writers an instability 
in rate structure that would lead to 


chaos and disaster. This is true whether 
or not regulation is in the picture, for 
regulation in itself cannot produce stahil- 


ity and order where there is no founda- 
tion for it.” 
Rate regulatory laws sanction co- 


operative rate making and deem it in 
the public interest, he pointed out. Un- 
restricted competition in rates is not in 
the public interest, he said, and would 
jead inevitably to instability, insolvency 
of smaller companies and chaos in the 
business, and would result in undermin- 
ing public confidence in the insurance 
industry 

“The National Bureau will continue to 
render a valuable and useful service to 
the insurance business, to the insuring 
public and to the rate regulatory author- 
ities,” Mr. Leslie stated. “The public 
interest in best served by companies that 
are financially strong and a sound rate 
structure is the foundation for solvency 
and growth. Rating bureaus are necessary 


to produce that sound rate structure 
under which there will be aggressive 
competition among companies.” 


The encouraging and fostering of in- 
novations and experimentation by in- 
dividual members and subscribers through 
agency filings by the bureau, he said, 
“does not mean however that the bureau 
has lost its stabilizing influence in the 
casualty insurance market. 

“Nor is it a step toward 
National Bureau a mere compiler of 
statistics,” he continued. “It is a long 
stride forward toward enabling the 
bureau companies to compete profitably 
for casualty business in an _ orderly 
manner within the f 


making the 


framework of the 
bureau, making it unnecessary for com- 
panies to file independently Only by this 
orderly procedure is it still possible 
to maintain adequate and compatible 
statistics that are essential for sound 
rate making.” 


Discusses Proposed Bill 


Turning to rate regulation, Mr. Leslie 
pointed out “that obtaining necessary 
rate revisions has been a problem in some 
states for bureau companies under exist- 
ing rate regulatory laws.” The rating 
bureaus, he said, “have run into delays 
in obtaining necessary rate changes with 
the result that rates in certain areas have 
not been sufficiently responsive to the 
needs of the day.” 

This is one of the reasons, he ex- 


VINCENT CULLEN’S NEW POST 


Now A iated with Th & McKin.- 
non, N.Y. Stock Exchange Firms; High- 
ly Regarded in Ins. Executive Ranks 

Vincent Cullen, widely known for his 
half century of activity in the casualty- 

surety company end of the business as a 
top executive, has recently joined the 





New York Stock Exchange firm of 
Thomson & McKinnon, 2 Broadway, 
New York. A_ specialist in insurance 
shares, the outgrowth of his seasoned 


knowledge of company operations, Mr. 
Cullen will be in readiness to give advice 
and counsel in this field. 

His background includes these fine 
companies: Hartford Accident, Fidelity 
& Deposit, National Surety of which he 
was president for 16 years, Excess and 
Treaty Management Corp. 


plained, why the Association of Casualty 
and Surety Companies, the Inland Marine 
Underwriters Association and the Na- 
tional Board of Fire Underwriters have 
recommended a bill incorporating certain 
changes in rate regulatory legislation 
which is now under consideration by a 
subcommittee of the National Associa- 
tion of Insurz ance Commissioners. 

A fundamental principle of this bill, he 
said, is the elimination of the provision 
for “prior approval” of rate filings by the 
state supervisory authority, although the 
official would retain his power of sub 
sequent disapproval subject to certain 
restrictions permitting filed rates to re- 
main effective at least for a stated period 

“This proposal does not represent a 
new pattern of regulation inasmuch as 
there are already a number of states, 
including your own state of California, 
which do not require prior approval of 
rates before they become effective,” Mr 
Leslie stated. “I should, moreover, point 
out here that during its half century of 
operation the National Bureau of Casu- 
alty Underwriters operated for many 
years without any rate regulation and 
built up a reputation for integrity and 
responsibility both within and without 
the industry. 

“The 7 of some that a ‘no 
approval’ law may result in the erosion 
of standardization of rates and forms 
is unfounded; this has not been the case 
in California or other states where ‘no 
prior approval’ regulatory laws have been 
in effect for many years,” he concluded 


prior 





NAME McLAUGHLIN ASST. SECY. 
James A. McLaughlin has joined 
American Surety and Pacific National 


Fire at the home office in New York 
as an assistant secretary. His duties will 


include cost control and underwriting 
analysis. 
Mr. McLaughlin was with United 


States Fidelity & Guarantee as superin- 
tendent of casualty for over 20 vears be- 
fore leaving to join Transamerica Insur- 


ance Group. 

He is a graduate of Fordham Univer- 
sity with a B.S. in management and is 
presently on the faculty of the School 


of Insurance of the Insurance Society of 
New York 
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Phoenix of Hartford Names 
F. C. Greene Vice President 


Foster C. Greene has been appointed 
The Phoenix of Hart- 
Cos. He will be in charge 
operations. 


vice president of 
ford Insurance 
of the 
Formerly 


company’s casualty 


assistant deputy manager and 
vice president for the Employers’ Group 
of Boston, he was also a director of the 
Employer’s Surplus Lines Co. and of The 
Northern Assurance Co. of America. 

Mr. Greene, a native of Vermont, is a 
graduate of Middlebury College where 
he received his A.B. cum laude and was 
elected to Phi Beta Kappa. His insur- 
ance career has included positions with 
the actuarial and general liability divi- 
sion of the National Bureau of Casualty 
Underwriters, as an underwriter with the 
Indemnity Insurance Co. of North Amer- 
ica and as bureau representative and as- 
sistant underwriting manager for the 
Employer’s Group. 

His other business connections include 
chairman of the board of trustees of the 
Insurance Organizations’ Group Trust of 
Boston and trustee of the Insurance 
Library Association of Boston. 


NASBP Program Ready for 
April 9-12 Annual Meeting 


The impressive roster of guest speakers 
who have accepted invitations to address 
the 19th annual meeting of the National 
Association Of Surety Bond Producers 
in San Francisco, April 9-12, gives every 
indication that the timeliness of the 
speeches will make this gathering one 
of the most memorable in NASBP’s 
history of the Association. 

High-ranking government and indus- 
try faseon ials will address the general meet- 
ing sessions, 

Guest speakers at the first 
April 10 will be Clinton P. Anderson, 
U. S. Senator from New Mexico, and 
W. M. Blount, president, Blount Brothers 
Construction Co., Montgomery, Ala. 

The second general session will feature 
addresses by W. E. Pullen, chairman and 
president, U. S. Fidelity & Guaranty; 


session 


James F. Crafts, president, Fund Com- 
panies, and D, C. Sutherland, senior vice 
president, Bank of America National 
Trust & Savings Association. 
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FOSTER C. 


Nationwide Conference 


(Continued from Page 30) 


Presidents Gulbreth, Hutchinson and 
Leftwich were called answer 
questions concerning the auto merit rat- 
ing plan, 


further 


upon to 


senior citizens coverage and 


details of Nationwide’s goal of 


economic democracy. 

Friday and Saturday morning policy- 
holders met in committee rooms to thrash 
out problems and make suggestions on 
improving forms of Nationwide coverage. 
When the last cigarette had been ground 
out and the last window closed at eleven 
o'clock Saturday morning, the confer- 
ence had come up with the following 
recommendations: 


Policyholder Recommendations 
1) That Nationwide expedite the implementa- 
tion of some means of offering installment pay- 
ment facilities, preferably within the framework 


of Nationwide. 

2) That Nationwide add considerable emphasis 
to the development of the concept of family 
account policy wherever 


selling, and possible 


provide total insurance coverage to each policy- 


holder. 
3) That the 


consider the use 


Nationwide board of directors 
of a junior board, 


of policyholder representatives, 


composed 
which will meet 
on a regular basis to discuss ideas and make 
recommendations from a higher level to the board. 

4) That Nationwide should take definite steps 
to get all states to enact legislation making man- 
official 
vehicles periodically so as to assure mechanically 


datory state inspection of all motor 
safe operation conditions, and to institute a pro- 
gram of cultivation for the youthful driver. 

5) That Nationwide seek and 
program which will limit the need for Federal 
Government participation to that period of time 
during which Nationwide can create a workable, 
cooperative program to effect a senior citizen 
health insurance program. 

6) That study the 
merit rating plan for additional experience and 
continue to promote the growth to the point where 
the percentage loss is smaller and the percentage 
gain is greater to the policyholder. 


advocate a 


Nationwide continue to 
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Accidents Health 








Follmann Reveals Programs Needed 
To Control Rising Health Care Cost 


Rising medical costs and increased 
spending by the public for these services 
were cited by Joseph F. Follmann, Jr., 
last night (March 23), as the most press- 
ing problems currently facing the health 
insurance business. 

Mr. Follmann, director-of information 
and research for the Health Insurance 
Association of America, addressed a 
meeting of the Accident & Health Club 
of New York. He declared that the 
upward spiral of medical care costs re- 
quires health insurers to seek higher 
premiums and causes questions among 
both employer groups and labor unions. 

Mr. Follmann called for the considera- 
tion of cost control measures, especially 
in the area of hospital care. “Progress,” 
he said, “can be made by careful exam- 
ination of hospital admission practices, 
in order to discern the degree of very 
short stay cases which may not have been 
medically necessary and to determine the 
degree to which hospital stays may be 
longer than necessary.” He revealed that 
pilot programs in this regard underway 
in Nassau County, Pittsburgh, Jersey 
City, and Southern California can point 
the way to further solutions in this area. 

More Nursing Homes Stressed 

In further attempts to control the costs 
of health care services, Mr. Follmann 
told of helpful developments in the use 
of ambulatory hospital care, nursing 
pools in hospitals, the joint purchases 
of drugs and supplies by hospital, and 
the greater use of out-patient facilities. 
He stressed greater availability of nurs- 
ing homes and home care and their ac- 
ceptance by physicians and the public 
might appreciably alter the costs ot 
medical care. y ; 

Another area for exploration in con- 
trolling costs includes the excessive 
provision of services because insurance 
is available to pay for them, declared 
the speaker. Mr. Follmann also_under- 
scored the similar problems of over- 
charging for medical service because in- 
surance is present, or the unnecessary 
use of services such as laboratory or 
x-ray tests. : 

He said that in many instances these 
practices may be explained by the lack 
of understanding of the nature of health 
insurance on the part of some members 
of the medical profession. “Again,” he 
declared, “it may be failure to realize 
their obligation to cooperate in making 
it work effectively in the interests of 
the’ ptblic ‘as well as themselves.” Said 
Mr: Follmann: 

The Primary Responsibility of Health 
Insurers 

“Certainly it is in the public interest 
that the most efficient and effective use 
be made of the funds allocated for health 
insurance protection, commensurate with 
adequacy of care. This, in fact, is a 
primary responsibility of health insurers. 
In the fulfillment of this responsibility, 
however, more experience and knowledge 
on the part of insurers is needed and the 
full. and active cooperation of the pro- 
viders of care is an indispensible factor. 

“Insurance companies, on their part, 
must be aware that it is their respon- 
sibility to design their coverages in such 
manner that unnecessary use of more 
expensive medical care than is necessary 
will be avoided and that the most efficient 
use may be made of a given insurance 
premium dollar.” 

Thus, Mr. Follmann declared, “the doc- 
tors in the United States, the non-gov- 
ernment hospitals, the nurses, the phar- 


macists, the administrators of nursing 
homes, the various types of voluntary 
health insurance mechanisms, and many 
voluntary agencies are engaged today 
in what is essentially a common endeavor. 
This joint and several enterprise is that 
of providing, to the greatest degree possible, 
medical care of the highest quality for 
the American people on a voluntary basis, 
and with flexible means available to the 
public by which the economic impact of 
costly or protracted illness or accident 
might be spread over large groups of 
people. The evolution which has taken 
place with respect to the use of our 
medical care facilities and the nature and 
cost of these services has compelled the 
jointness of this enterprise. 

“The response to the challenge thereby 
presented, the vitality and initiative in 
the approaches taken, are unique to the 
United States. In no other nation at any 
time has there ever been such a voluntary 
response to public demand for medical 
care. The startling rapidity with which 
private means have responded in the 
United States is a phenomena without 
parallel in human existence. It serves in 
the best interest of the preservation of 
the American heritage of the dignity 
and independence of the individual while 
concurrently representing a real response 
to evolving socio-economic patterns.” Mr. 
Follmann concluded: 
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Spring Is Here! 


Now is the time to approach all summer camp 
operators — both organizational and private — 


1. Accident & Sickness Medical Reimburse- 
ment for Campers. 


2. Tuition Refund. 


3. Full casualty lines for camps—general 
liability, fire, workmen's compensation, 
automobile, etc. 


We can provide COMPLETE CAMP COVERAGES. 
Call: 


AL NASSAU, Vice President 


R. J. KEANE, Ine. 
General Agents 


110 E. 42nd Street, New York 17, N. Y. 
PHONE: YUkon 6-0230 


JOSEPH F. FOLLMANN, JR. 


“The future, then, presents to voluntary 
health insurers a responsibility and a 
challenge of significance. It will not be 
without its perplexing problems. But it 
is a future which is rich in possibilities 
and hope. Successfully culminated, it will 
mean that a new frontier in our socio- 
economic existence will have been con- 
quered.” 





Purdue’s April 19-21 Clinic 

An advanced health insurance under- 
writing clinic will be conducted at Purdue 
University, Lafayette, Ind., April 19-21 
under joint auspices of Purdue’s market- 
ing institute and the IAHU. Director Hal 
Nutt, CLU, is in charge; IAHU’s Bruce 
Gifford the keynoter, and Ralph K. Lin- 
dop, N. Y. consultant, lead-off speaker. 
Messrs. Osler, Harmelin, Ernst, Adel- 
man, English, Thurman and Quarto com- 
pose an all-star faculty. 














A. & H. MANAGER 


Heavy field experience with lead- 
ing non-can company interested in 
sales management and fraining. 
Reply Box 2893, The Eastern Under- 
writer, 93 Nassau Street, New 
York 38, N. Y. 

ERSTE HEI So 


IAHU TO BUILD WAR CHEST 





Association Asking Members for $5 Con- 
tribution to Finance Stuffers Attacking 
“Unwarranted S. S. Expansion” 

The International Association of 
Health Underwriters has sent an appeal 
to its members for a minimum $5 con- 
tribution for an emergency legislative 
war chest. Action was approved by the 
IAHU board at its recent meeting in 
Chicago. 

The board also gave approval for the 
development of a pay-roll and premium 
notice stuffer that points out the dangers 
of further unwarranted expansion of 
social security. 

_ The war chest fund contribution is en- 
tirely voluntary. It will be used to help 
combat state and federal legislation that 
1s against public and industry interests. 

mailing to all association members 
requests checks be sent to “Emergency 
Legislative War Chest,” in care of IAHU, 
330 S. Wells St., Chicago 6, Ill. Non- 
members and others interested in the 
business are likewise asked to contribute. 

One of the projects of the fund will 
be the development and distribution of 
a series of three different monthly stuf- 
ters, for use by insurance companies, 
doctors, and others. The mailing piece 
will show graphically but simply the dan- 
gers of unwarranted social security ex- 
pansion. It is expected the first stuffer 
will be ready for distribution in April 





Great-West Life of Canada 
Promotes Stewart in H. O. 


Great-West Life Assurance Co. of 
Winnipeg, Canada has announced the 
head office appointment of W. D. Stewart, 
formerly supervisor, accident and health 
underwriting and claims, as health insur- 
ance assistant. He will continue to assist 
\. K. Archer, health insurance secretary, 
in the administration of the company’s 
individual health insurance department. 


N.J. Blue Shield Cuts Rates 
For Riders Covering 130,000 


A rate reduction for “rider” benefits 
supplementing basic medical-surgical 
coverage, to be effective on and after 
May 1, was announced this week by 
Medical-Surgical Plan of New Jersey 
(Blue Shield). More than 45,500 members 
of Blue Shield groups, with riders af- 
fording extended benefits to about 130,- 
000 subscribers and their dependents, will 
be affected. 

The reduction in price of the riders, 
voluntarily made by Blue Shield, coin- 
cides with the date of the increase in 
basic coverage rates approved by the 
State Department of Banking and Insur- 
ance this week. The new basic rates 
involve an average over-all increase of 
53 cents per month. 


Gerritse and Miss Cahill 
New Officers of N. Y. Assn. 


Joseph J. Gerritse of the Vanderbilt 
Agency of New York Life in midtown 
New York, a large personal producer of 
life and A. & S. insurance, was elected 
program vice president of the New York 
chapter of IAHU at its luncheon meeting 
March 21 succeeding Sanford Gilbert, 
Mr. Gilbert has gone to Boston as di- 
rector of agencies of the Royal Arcanum 
Life. 

Another new officer is Rose Cahill of 
the Manhattan Casualty’s home office 
who was elected executive secretary. 

George Monk, manager of A. & S. 
claims for New York Life, was the 
luncheon speaker. Next monthly gather- 
ing will be Tuesday, April 18, at Emil’s 
Restaurant on Park Row, N. Y. 
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Terminology Subcommittees Named by Faulkner to Work 
Out Health Ins. Definitions 


The appointment of subcommittees of 
the C Health Insurance 
Terminology to work out definitions of 


mmittee on 
the various dimensions of health insur- 
has been made by E. J. Faulkner, 
Woodmen Accident & Life, 
who is chairman of the committee, 


ance 
president, 
which 
is a branch of the Commission on Insur- 
The 


University 


ance Terminology of American As- 


sociation of Teachers of In- 


surance. The subcommittees are as fol- 
lows: 

“Perils”: Dr. Ralph Blanchard, chair- 
man; J. H. Miller, Springfield- Monarch; 
E. J. Faulkner. 

“Contractual Arrangement”: J. F. Foll- 
mann, Jr., Health Insurance Association 
of America, chairman; C. Manton Eddy, 
Connecticut General; Wendell A. Milli- 


man, F. S. A., Seattle 
“Types of Loss”: J. Henry Smith, The 
asa 8 Society, chairman; Jay Ket- 


~hum, Health Care & Medical Indemnity ; 


R W. Osler, Underwriters National. 
“Basis of Payment”: A. T. Everett, 
The Prudential, chairman; George Bug- 


bee, Health Information Foundation; Dr 


Dan McGill, the University of Penn- 
sylvania 

“Types of Benefits”: Jarvis Farley, 
Massachusetts Indemnity & Life, chair- 


man: Armand Sommer, Continental Cas- 


TWO NEW GROUPS JOIN IAHU 


North and South Dakota Associations 
Swell Health Underwriter 
Assn. Ranks to 99 


Two new associations have joined the 
official family of organizations affiliated 
with the International Association of 


Health Underwriters 

The Slope Area Association of Health 
Underwriters, with headquarters at Bis- 
marck, N. D.; and the Huron Association 
of Health Underwriters, with headquar- 
ters at Huron, S. D., are the two new 
organizations that bring the total of IA- 
HU affiliated state and local associations 
to 99 

Action was taken 


at the recent I[AHU 


board meeting in Chicago to ratify the 
constitution and by-laws of the new 
organizations Zone Chairman C., 


Tollefson, Mutual of Omaha, Fargo, pre- 
sented the charter of the Slope Area as- 
sociations. Emmett E. Brewick, Wood- 
men A. & L., Sioux Falls, South Dakota 
zone chairman presented the charter for 
the Huron association 

Officers of the Slope Area 


association 


ire: Marland Black, Woodmen A. & L 

president; Conrad B. Kirmis, American 
L. & C, vice president; Jerome A. Bjor- 
dahl, Bankers L. & C., secretarvy-treas- 


urer 

Officers of the Huron 
Dihl Hasz, Woodmen A 
C. R. Hamro, Provident Life, vice pres- 
ident; E. L. Delire, Woodmen A. & L., 
secretary-treasurer 

North Dakota and South Dakota ari 
locked in a membership building battle 
for IAHU recognition and honors. Last 
vear, South Dakota won the trophy 

The New Hampshire association so far 
all other IAHU affiliates in sur- 
passing its membership quota for the 
year. Officers of the New Hampshire 
organization are: Charles Stewart, Mu- 
tual of Omaha, president; Robert Hull, 
Mutual of Omaha, vice president: Dan 
Pishnock, Combined Accident, secretary- 
treasurer 


association are: 
& L., president; 


le ads 


N. Y. ASSEMBLY OKs AGED BILL 

Gov. Rockefeller’s program for medical 
assistance to the oan 5 aged in New 
York State was passed by the Assembly 
and sent to the Senate last week. In 
taking advantage of Federal funds made 
available by Congress last year (Kerr- 
Mills Law), the 


) measure would raise 
from 78,000 to 170,000 the number of 
persons in the state over 65 who may 


qualify for public assistance in meeting 
medical expenses. 


ualty; J. R. William, Health Insurance 
Institute. 

“Continuance Provisions”: Dr. O. D 
Dickerson, the Florida State University, 
chairman; Moses ea Commercial 
Travelers Mutual; G. N. Watson, Crown 


Life. 

“Freedom to Insure”: R. F. Killion, 
Metropolitan Life, chairman; Dr. S. S. 
Huebner; Robert R. Neal of HIAA. 

Each subcommittee will draft defini- 
tions in its particular area. These defini- 
tions will then be transmitted to the 
the full committee for final consideration 
and adoption. 

In the meanwhile, 17 additional com- 
panies have indicated their acceptance 
of the term, “health insurance,” as the 
generic name for the field, thus bringing 


the total of companies known to have 
accepted the term to well over 100. 
Latest to indicate acceptance are Na- 
tional Travelers, Gulf Life, American 


Casualty, Western Insurance, C onnecticut 


General, American Life, American Mu- 
tual Liability, Massachusetts Mutual, 
Southland, Colonial, Ministers Life & 


Casualty Union, Teachers Insurance and 
Annuity. Time Insurance Co. (which has 
been using the term for five years), John 
Hancock (which also has been using the 
term), Security Benefit Life, Mutual of 
New York, Union Mutual, Surety Life 
and Allstate (which will start using the 
term in October). 


INA POLICY ‘FOREVER YOURS' 
Hospital- Surgical ‘Chen | for Persons 56 to 
75 Introduced by Ins. Co. of 
North America 


Insurance Co. of North America and 
Life Insurance Co. of North America 
have introduced a_ hospital-surgical in- 


demnity policy that can be issued to per- 
sons aged 56 through 75. 

Called the “Forever Yours” Policy, it 
provides the policyholder with hospital- 
surgical benefits that are guaranteed re- 
newable for life. The company may not 
increase the premium of an_ individual 
because of claims experience but may 
change rates based on the experience of 
a Class of persons. 

The individual may select one of five 
weekly benefit plans for hospital confine- 
ment. Premiums are payable annually, 
semi-annually. quarterly or monthly and 
are based on four age classifications: 
50-00, 61-65, 66-70 and 71-75 

A surgical schedule based on a $300 
maximum benefit is automatically in- 
cluded. The hospital benefit gives the 
policyholder a weekly benefit from $70 
to $210, depending upon his selection, for 
each week he is hospital confined. The 
policy pays the weekly amount pur- 
chased, from the first day up to eight 
weeks, while the insured is confined in a 
hospital staffed for 24-hour physician and 
nursing service and equipped for diag- 
nosis and major surgery. 


N. Y. Board of Trade Backs 
Kerr-Mills Old Age Law 


Ina petition to Governor 
and the state legislature the New York 
soard of Trade has announced its back- 
ing of state old age hospital and medical 
care under the Federal Kerr-Mills aid 
for the ag yed—public law 86-778, laws of 
1960. 

The board 
vestigation of 


Rockefeller 


also favors legislative in- 

State Fund operations; 
opposes “prima facia evidence” bill on 
workmen’s compensation claims by all 
employes engaged by nuclear, electronic, 
X-ray and other scientific ray employers 
and developers, and opposes the Bush- 
Selkirk bill combining types of public 
officials bonds as public would lose 
protection.” 


RIFKIN AGENCY SUPERVISOR 
Jerome Bronfeld has been appointed 
supervisor of the Milton Rifkin Agency, 


general agent for Berkshire Life in New 
York City, 





SALES PROMOTION 
and ADVERTISING OPPORTUNITY 


not handle tremendous sales promotion activities. 


man. 


Write Box 2889, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 





0) 


Large Branch Office of leading insurance company 
has grown to the point where current personnel can- 


We need a sales promotion man NOW—who is 
also an experienced and knowledgeable insurance 








Additional A. & S. Results for 1960 


The 


following seven company results for 1960 carned pre miums and incurred losses 


on Accident & Sickness lines arrived too late for our March 10 issue in which the exper- 


ience of 94 A. & S. writing companies were recorded, 

















Earned Losses 
Company Premiums Incurred 
ZURICH 
Group Accident & Health .................. $ 4,960,364 $ 3,568,796 
Major Medical Expense ................... 2,653,218 2,499,322 
(individual and/or group) 
re ee 75,760 67,911 
ee EE ea 106,032 28,503 
ee ne 4,308,505 4,010,437 
Statutory Disability Benefits ............... 4,766,878 3,121,793 
$ 16,8 870, 157 $ 13,296,762 
THE HOOSIER CASUALTY 
Group Accident & Health ................... $ 3,312,507 $ 3,004,012 
Regular Health & Accident .................. 3,932,389 2,112,375 
$ 7,244,896 $ 5,116,387 
EMPIRE STATE MUTUAL LIFE 
Group Accident & Health ................... $ 191,227 $ 152,827 
ee SS. a aa 978,508 566,607 
Non-Can. and Guaranteed 
IIIS EMS ois we sins wee bos 0s bees 244,808 47,442 
REIN = A ee ee 848,637 456,895 
Senior Citizen—“Over 65” .................. 125,611 51,231 
Statutory Disability Benefits ................ 84,612 71,483 
$ 2,473,403 $ 1,346,485 
NORTH AMERICAN LIFE OF CHICAGO 
Group Accident & Health .................. $ 41,364 $ 25,438 
re 20,403 5,697 
ROR NS on cs sawuwwseekeaeeds 357,994 115,015 
Non-Can. and Guaranteed 
ES A OU NE, Snkcasdadnae eee dcass 65,328 19,871 
NE, sr GS ahs sb. de a Wicleoo dad ate G wes 777,807 412,380 
$ 1,262,896 $ 578,401 
MASSACHUSETTS BONDING 
Group Accident & Health ................... $ 698,433 $ 392,893 
Commercial Accident & Health ............. 1,887,556 984,631 
Commercial Accident ....................05: 180,442 77,741 
NN RS ode pi re A NS nr 423,413 191,420 
$ 3,189,844 $ 1,646,685 
BANKERS NATIONAL LIFE OF MONTCLAIR, N. J. 
Group Accident & Health ................... $ 135,887 $ 98,320 
Major Medical Expense .................... 53,661 38,826 
(individual and/or group) 
Commercial Accident ..................0.0005 17,139 11,508 
SIE CINIIIS .g no 5.60:00s wp.w eenccencvnes 622,056 327,119 
Non-Can. and Guaranteed 
eS ESS SS | SE ee ree 85,785 11,392 
I Co a ons co icnain sdmareaseuens 57,677 30,262 
Statutory Disability Benefits ............... 22,104 10,777 
$ 994,309 $ 528,204 
MINNESOTA COMMERCIAL MEN’S 
Commercial Accident .....................05: $ 235,138 $ 110,723 
i nso wt caeseeteseeaeuas 162,867 115,166 
SS ee eerie See te tee ee 105,576 69,463 
$ 503,582 $ 295,354 
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Ullmans Enjoy Waikiki 
On Honolulu Vacation 


Left, Julius L. Ullman with Mrs. UIl- 
man at Waikiki Beach. 


N. Y. Hearings Set For the 
Fall on Blue Cross Operations 

The New York Joint Legislative Com- 
mittee on Health Insurance Plans, has 
lined up a series of public hearings on 
Blue Cross in several cities in the state 
next fall. 

Sen. George R. Metcalf, Auburn Re- 
publican and chairman of the committee, 
said the hearings will look into the opera- 
tions of eight Blue Cross plans in New 
York to determine what they are doing 
to check a continual rise in hospital 
costs. His decision to hold these hearings 
resulted from testimony taken March 1 
at a public hearing in Albany. 

All Blue Cross plans in the state will 
be given an opportunity to report pub- 
licly on their progress in implementing 
a $150,000 Columbia University study 
which was conducted under the direction 
ot Dr. Ray E. Trussell, former head of 
the School of Public Health and Admin- 
istrative Medicine. 

As a result of the hearing, Senator 
Metcalf said, the Committee learned the 
lower length of stay had been accomp- 
lished at a cost of 49 cents of the total 
premium dollar paid by each subscriber— 
a “loss ratio” unmatched by any other 
organization, 

Concerning charges that the New York 
City Blue Cross has given Christmas 
bonuses to its employes while seeking 
higher premiums from subscribers, Sen- 
ator Metcalf said: 

“The 1960 Christmas bonuses paid by 
the Associated Hospital Service to its 
employes were a continuation of a prac- 
tice in effect since 1941 and they repre- 
sent an investment in reducing costly 
turnover of well-trained workers.” 

Senator Metcalf also said “executive 
salaries paid by representative companies 
with volume comparable to that of Asso- 
ciated Hospital Service are 60% higher 
than those paid by ‘Blue Cross.” 

“If all executives of Blue Cross were 
to serve without pay, there would be a 
saving of only a few cents to each sub- 
scriber,” Senator Metcalf said. 

Recalling that Assemblyman Lucio 
Russo, Staten Island Republican and a 
member of the Committee, had walked 
out on the March 1 hearing, Senator 
Metcalf said: 

“My only regret is that the individual 
responsible for the outburst at the hear- 
ing did not listen to more than a fraction 
of the testimony before running out. 

“His action, however, was consistent 
with one who has attended only one of 
the Committee’s seven public proceed- 
ings since the summer of 1958. 

“If he had bothered to check the facts, 
he would have found that the charges 
against Blue Cross which he seized upon 
for publicity purposes were exaggerated 
out of proportion to their seriousness.” 


Julius L. Ullman, president of W. L. 
Perrin & Son, Inc., large multiple line 
New York agency, is enjoying a month’s 
vacation with Mrs. Ullman at the Moana 
Hotel on famed Waikiki Hono- 


lulu. Touring the Island of Oahu, brows- 


Beach, 


ing in Waikiki’s shops and enjoying the 
famous beach has kept them busy. Mr 
Ullman’s agency is observing this year, 
its 40th anniversary of representation as 
general agents of Continental Casualty 


for A. & H. lines. 


Paul Wilson, Senior V. P. of 


Standard Accident, Retires 


Paul Wilson, 
Standard Ac- 
cident, has withdrawn from active par- 


For reasons of health, 
senior vice president of 
ticipation in the company’s operations 
and is taking an early retirement. 

Mr. Wilson spent 17 of his 35 years 
in the insurance industry at Standard 
Accident, serving as a senior officer and 
member of the board of directors. In 
1956 Mr. Wilson was selected as “Lay- 
man of the Year” by the Detroit Council 





\ 
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C. S. ROTHMAN APPOINTED 

Charles S. Rothman has 
pointed assistant manager of the Cleve 
land brokerage agency of Connecticut Gen- 
eral Life. He joined the agency in 1957 as a 
brokerage consultant serving independent 
general insurance men and their clients, 
and in 1960 was named a senior broker- 
age consultant. 


been ap 


He is a graduate of Western Reserve 
University 


of Churches and has received two na- 
tional awards of Boy Scouting, the Silver 
Beaver and the Silver Antelope 


Got 1t made. 20 sales today in a single stop! Individual sales, at that. And no end 
in sight. This is the way to sell A & H — through Aetna’s new Paycheck Protection Plan for 
employees. A mention of the price (really competitive) and the employees are already half sold. 
The clincher comes when you spell out the monthly income benefits. And the boss is enthusi- 
astic because it takes a raft of problems off his mind. Once you've sold him, he’ll even help you 
sell the employees. Payroll deductions take care of the premiums. So where does that leave you? 
With lots of business the easy way and no bookkeeping to boot! Write today for more information. 
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Proven Symbols of 


Professional Service 


FETNA INSURANCE COMPANY * HARTFORD 15, CONNECTICUT 
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Stone Tells Plans For 
Combined Cos. Growth 


TO RECOMMEND 50% STOCK DIV. 
Expansion to Start At Once, He Tells 
Shareholders; Hope to Buy “Quality” 
A. & H. Business from Other Cos. 
Senne. 


W. Clement president of Com- 


bined Insurance Co. of America, Chicago, 
is planning to recommend a 50% stock 
dividend to the company’s shareholders 


this year. He also set forth in his annual 





report that the company will develop 
an ambitious five-year expansion pro- 
gram starting immediately 

“The specific goal for 1965 will be 
cont ingent upon the extent to which we 

hieve our o'jectives for 1961," Mr 
St me told the shareholders 

The Combined Ins surance Co., he said, 
will be prepared to buy “quality accident 
and health business” from other insur- 
ance eS which lack capital or 
surplus to carry or develop such business 

‘Should this develop.” Mr. Stone ex- 
plained, “it will be through the medium 
f purchase —not merger.” 

He plans to recommend that the com- 
pany’s board of directors call a special 
meeting of shareholders in the third 
quarter of 1961 to approve a stock divi- 
dend of one share for every two now 


outstanding. This dividend would be paid 


out of surplus by increasing the Com- 
bined’s capitalization to 3,000,000 shares 
at $1 par value from the present 2,000,- 
OOO shares 


Current Conditions “Right for 
Expansion” 

current business re- 

“Conditions are 

in the A. & H 


ombined and its sub- 


Referring to the 
cession, Mr. Stone 
right for rapid expansion’ 
business and of C 
sidiaries 


“When the 


» said: 





public is fearful, it is easy 


to sell the security of income protection,” 
he emphasized. “When a large number of 
men and women are out of work, it’s 
easy to acquire quality sales representa- 


tives, administrators and office employes. 

“When words like ‘recession’ appear 
in the press, that’s the time to go after 
business aggressively with a positive 


mental attitude. At such times sales 
representatives are willing to employ 
scientific sales programs and strive for 


higher earnings 


North Carolina Health 


Insurance Measure Aired 
Proposed North Carolina insurance 
ion aimed at A pene yn better pro- 
ection to and health policy- 

ders was supported by State Insurance 
Commissioner Charles Gold at a hearing 
conducted by the insurance committee of 
h of the state legislature 


legislat 


acciden 


the lower branc 





Officials of the State Insurance De- 
partment said they have been receiving 
about 8,000 complaints a year about 
abuses the bill is designed to halt. The 
proposed legislation was introduced in 
both branches of the legislature with 
the commissioners’s backing 

Under present North Carolina law, 
Commissioner Gold said, a company 


writing accident and 
cancel a policy any time it discovers the 
policyholder made a co rane in his 
riginal application. The proposed meas- 


— insurance can 


ure would set a time limit of two years 
on the companies. After that, the firms 
‘ould not rescind on grounds of an 


original misstatement 

The bill was sponsored by Rep. Ashley 
Murphy of Pender, and others. During 
testimony on it, the commissioner and 
members of his department said present 
law permits the following situation: 

Insurance agents oaetion on a com- 
mission basis are eager to sell accident 
and health policies. When the applicant 
tells the agent of an existing medical 
condition, the agent often does not write 
it down. After the agent issues the policy 
and the holder becomes ill, the company 
cancels it on grounds that the holder had 
misstated his health condition. 





CLEMENT STONE 


The Combined and its subsidiaries re- 
por rted net earnings for 1960 of $2.21 per 
share compared to 98 cents a share in 
1959. The wholly-owned subsidiaries are 
Hearthstone of Boston, Combined Amer- 
ican of Dallas and First National Cas- 
ualty of Fond du Lac, Wis. 


Stone Gives Advice on “Budgeting 
Your Mental and Physical Assets” 


W. Clement Stone, Combined Group 
president, author and publisher of “in- 
spirational literature,” asserted recently 
in Kansas City that Americans in their 
younger years should “stop squandering 
and learn to budget their mental and 
physical assets as carefully as they should 
learn to budget their finances. 

“We often take better care and more 
precautions with our automobiles, tele- 
vision sets and other material possessions 
than we do ourselves,’ Mr. Stone told 
members of the Kansas City Advertising 
and Sales Executives Club at a luncheon 
meeting in the club’s headquarters. 

“We Americans are living in a fast 
paced age, but it’s not nearly (as fast a 
tempo as many of us make it,” said Mr. 
Stone, who is co-author of the motiva- 
tional book, “Success Through a Positive 
Mental Attitude,” and publisher of a 
monthly inspirational magazine, “Suc- 
cess Unlimited.” 

“We are told to work hard to get 
ahead, so we work sometimes until we 
are exhausted because we go through a 
lot of motions that wastes energy rather 
than invest our time to get maximum 
returns,” he continued. “We are told to 











standing programs. 


*In most states 





YOUR KEYS 


TO BETTER SERVICE 


---AND PROFIT 





e These ACCO keys can unlock the doors to just about 
any type of business, professional or personal insurance 
account. In ONE group of companies, American Casualty 
agents have access to every major form of insurance. 
Among the many unusual features are (1) a superb health 
insurance portfolio, (2) twenty different types of profes- 
sional liability coverages, (3) retro and composite rating 
plans for liability risks, (4) three competitive automobile 
plans for private passenger cars*—and many other out- 


Plus ACCOPLAN Premium Budget Program—the 
plan for family and business accounts. 


AMERICAN CASUALTY 


COMPANY OF READING, 
Licensed and operating In all states, 0.C., Canada and Puerto Rico 
Affillates: VALLEY FORGE INSURANCE COMPANY 

VALLEY FORGE LIFE INSURANCE COMPANY (23 states) 
61 Branch and Service Offices Coast to Coast 


“easy-way-to-pay” 


PENNSYLVANIA 














get exercise, and often we go at it as if 
we are the quarterback of a Big Ten 


football team. 
“The result in many cases is that we 
are short-changing ourselves, that we 


are burning ourselves up before our time 
because we are not balancing our activ- 
ities properly, and that therefore we are 
borrowing something that we may never 
pay back from our middle and old age.” 

To a greater extent, Mr. Stone said, 
much of the senseless pace of modern 
living results from the failure of an in- 
dividual to extend himself in the right 
direction. “Remember above everything 
else that without physical and mental 
health your days are as numbered as 
the old jalopy rusting away in the junk 
yard,” Mr. Stone warned. 


“You can still work hard at your job, 
and you probably will get ahead faster if 
you take a sensible approach to living,” 
Mr. Stone emphasized. “So T would like 
to offer a few and ‘don't’s’ for 
your consideration. 


‘do’s’ 


Some “Do's”. and “Don'ts” 


“Don’t put solutions to problems off 
too long. Tackle your problems now, and 
do the best you can in bringing about a 
speedy solution. 

“Don’t carry your home problems to 
the office, and, likewise, leave your office 
problems at the office. 

“Learn to say ‘no.’ Don’t undertake 
more than you are equipped to handle 
It is far better to do a few things well 
than to try to do everything and never 
do anything right. The feeling of not 
quite doing something right can be real 
mental turmoil. 

“Exercise, but don’t try to be an olym 
pic champion without the proper training 
It is also necessary to have fun while 
you exercise, so pick out something that 
also serves the purpose of being a good 
outside interest. 

“While you shouldn’t take on too much, 
you should, nevertheless, have enough 
variety to keep life from crowding in 
on you, as it is likely to do when you con- 
centrate too hard on one type of activ- 
ity.” Concluded Mr. Stone: 

“These are but a few of the ways in 
which you can lead a good and active 
life without borrowing against your mid- 
dle and old age and without running the 
danger of damaging your physical and 
mental well-being.” 


Kloppenburg, Jackson Named 


Bynes Vice Presidents 


L. K. Kirk, president of Standard Ac- 
a announces the appointment of 
Victor L. Kloppenburg and Robert L. 
Jackson as assistant vice presidents of 
both Standard Accident and the com- 
pany’s affiliate, Planet Insurance Co. 

Mr. Kloppenburg joined Standard Ac- 
cident in 1924. He has been manager . 
the bonding department of the Clevel: and 
branch office and the compary’s Boston 
office. He was made manager of the 
New England branch in 1947 and became 
resident vice president of that branch 
in 1955. ™ 

Mr. Kloppenburg was transferred to 
the home office contract bond department 
and was named executive secretary in 
1959, retaining that position until his 
recent appointment. He is a graduate 
of University of Illinois and has at- 
tended University of lowa. 

Mr. Jackson, who joined the company 
in 1936, held various bonding, under- 
writing, agency and production positions. 
In 1954 he was made manager of the 
home office agency department. He be- 
came manager of the agency and field 
coordination department in 1956 and later 
that year was appointed executive sec- 
retary. 
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REINSURANCE 


COVERING 


Casualty 
Fidelity 
Surety 
Facultative 
Excess 
Casualty 
Accident 
And Sickness 
Fire and 
Allied Lines. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jackson 100 Bush St. 
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Small group plans 
giving you a king-size headache? 


LET MINI-GROUP, Nationwide’s new 10-to-24 plan, solve your problem. Never before 
such flexibility of coverage for small groups. Five hospital-surgical schedules (includ- 
ing in-hospital medical expense) on a 70 or 31 day basis—plus weekly income, life insur- 
ance and accidental death and dismemberment. Even dependent life for families where 
statutes permit. Specified dread disease and supplemental accident optional with any 
plan. Standard commissions paid monthly plus renewals. Complete administration by 
Nationwide—claims paid from office nearest policyholder... your time’s your own after 
sale. For complete MINI-GROUP’ sales kit, contact your nearest Nationwide group 
office or write Group Sales, Dept. E, Nationwide, 246 No. High St., Columbus 16, Ohio. 


Fr dar Ped Ba) =e the company that created SECURANCE 


Nationwide Mutual Insurance Company /Nationwide Life Insurance Company 
home office: Columbus, Ohio 











